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Three generations of American parents know 


z the Red Goose trade mark as their guide to 

5 the finest in boys’ and girls’ footwear. Three 

n generations of American shoe retailers know 

“ this famous trade mark as a source of outstand- 


" ing merchandise and dependable service. G @) ©) Ss E 
SHOES 





a Red Goose Shoes for Boys and Girls. 






“HALF THE FUN 
OF HAVING 
FEET” 
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IN 
WARTIME SERVICE 


The science and service of fitting the nation’s 
feet has been raised to an importance during this 
war that it has never attained before. Today, fit- 
ness of feet is recognized as being of national 
importance to the general health. 


Today we are a nation at war, a nation whose job 
it is to supply the world with men and materials 
to win this war. It is the duty of every individual 
to maintain to the best of his ability his general 


] Measure BOTH feet carefully with the weight 
on the feet. Your first duty is to instill in the 
customer confidence in your knowledge of fit- 
ting feet. 


Look over the customer's feet for any conditions 
that exist that must be taken into account in 
providing perfect fit and foot comfort. 


Examine carefully the inside of the customer's 
old shoes for any marks or distortion that indi- 
cate previous misfitting or foot problems that 
may exist but are not apparent in the foot 
examination. 


In suggesting the type of shoe best suited to 
the customer's needs, consider such factors as 
age and weight of customer as well as occupa- 
tion, mode of life and general purpose for 
which shoes are to be used. 


Show the customer first the type of shoe which 
you believe is most suitable for his foot comfort 
and efficiency. If your customer objects to the 
style of the shoe you may show other lasts 
and styles but explain why the other shoe is 
your first recommendation. It may be neces- 
sary to compromise on last and style but you 
should never compromise on size, even if you 
lose the sale. 


health so that his capacity to do his utmost to aid 
in this effort, whether it be by turning out the 
weapons of war or by keeping the home front fit, 
will not be hindered or curtailed. 

it is your war-time duty as an experienced shoe 
man to help toward this end. The importance of 
your work has been increased a hundred-fold — 
a service to the millions of healthy feet marching 





unhesitatingly toward their work and victory. 
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Insist that the customer try on both shoes and 
walk to and fro in order that he may determine 
for himself their fit and ‘feel’ in action. 


Make your explanations brief and simple and 
avoid too technical discussions of foot ills. Don’t 
give the customer the idea that you regard him, 
or her, as a foot cripple, but point out the fea- 
tures of the shoe you are selling and show how 
they are designed to remedy the particular 
ailment of the customer. 


Study your field. Read carefully all the books 
and articles you can find on feet and shoe fit- 
ting. The more you know about the scientific 
background of your business, the more confi- 
dence you will have in yourself and the more 
intelligently you will be able to discuss the 
foot probems of your customers. 


Think beyond the sale at hand. Besides making 
sure of a correct fit, your job is to send away a 
satisfied customer, confident in the knowledge 
that your store has the shoes required and that 
its personnel know their work. 


Consider also the importance of your job. With 
so many people at war work and walking, the 
proper care of the feet is more important to 
the general health of the nation than ever be- 
fore. Poorly-fitted shoes can impede the war 
effort by curtailing the productive capacity of 
these war workers. 





ONLY THE FIT 
WILL SERVE 


























Gilbert’s 








E illustrate one of our popular Loop Ties 

so dear to the heart of the Little Miss when 
she steps forth for Church or a nice party, style- 
fully and correctly fitted. 


Accurate fitting of growing feet is an invaluable 
part of a merchant’s service. Kali-sten-iks Shoes 
make this relatively easy! Each shoe is not only 
made with painstaking care but are ‘seasoned’ over 
lasts which are made to our 3-point suspension 


measurements. 


Thus the leading stores and shoe departments 


Ne. 754—Army Bassct 
Calf Leop Tie 
8 te 12, A,B,C, D 
32% te 3, A,B,C, BD 


who feature Kali-sten-iks Shoes satisfies both the 
Little Miss in her wish for ‘keen’ style and the 
Mother who wants and will pay for wear values. 
A good line for good customers is a Capital Asset! 


“Help keep good feet healthy” 


- 
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Simpler styling and 
lower heels are only part of the 
prescription. Upper stock yielding to the 
slightest movement of foot muscles is also 


an indispensable ingredient for today’s footwear. 


LEVOR has developed unusually flexible kidskin, 
possessing the surface appearance of mannish, 
polished leather. It is SUNITA FLEXY — pre- 

eminent for comfort yet preferred remark- 
ably by foremost makers and retailers 
of good shoes in smart utility 


and dress types. 


still available in much want- 
ed WHITE, also BLACK, 
TOWN BROWN and ARMY 
RUSSET. 


G. LEVOR & CO., INC. 


Tanners for 67 Years 


GLOVERSVILLE NEW YORK 














Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


FIT for ACTION 


These are the determining influences 


in a woman’s war-time choice of shoes . .. 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 
widths because they are made 


over United Lasts. 


UNITED LAST COMPANY 


“ 
— Se 


99 


asts 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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your customers to 


wiead Matrix Shoes — and forget your worry about a 
ees ont post-war business slump. 91% of the men who 


once buy Matrix become repeat customers. That 
means business that’s anchored to your store 


when rationing is over. 


And the feature that keeps customers com- 
ing back makes stepping up easier now. “Your 


5 


Footprint in Leather,” exclusive with Matrix, 


makes real comfort sense to any man. 


sy te ee We may not be abl ly ith all 

Meck calf. or Ne. y not be able to supply you with a 

315 in brown calf the Matrix Shoes you can sell, but you can 
count on us to do the best we can. And remem- 
ber — every pair of Matrix Shoes you can sell 
to a customer now will keep that customer com- 


ing back to you after the war. 





Matrix No. 296, 

Alderwood, a 
black calf oxford 
with boot-seam 
and hand-butted 
lace stay, or No. 
295 in brown calf. 


“YOUR FOOTPRINT IN LEATHER” 


The House of Heywood . . « « Wencester Massachusetts . . . . Meni Fine Shoemakers Since 1564 
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From the balcony we get 

a view of one part of the 

“fitting pit’ in a store 

that has a personality of 

friendship — through 
shoes. 


Most stores test shoe fit- 
ting by X-Ray after the 


ceca PROUD TO SERVE 
| WITH THE BEST 
—W. B. COON SHOES 


The best shoes of all come to Carnegie Avenue 

—the Medical Center Building at East 105th Street 

and Carnegie, Cleveland, Ohio . . . for W. B. 

ato nan an Gomes | COON Shoes are the backbone of the Scientific 
Pe gab Pong begecheny , ae’ Shoe Fitters, Inc. . . . more than an ordinary shoe 


How pleased this busi- “ store. 
ness woman is to get * 


ered = yl an J "This is an Institution that is founded on the prin- 
sonttetne. : ciples of correct shoe fitting and the necessary ser- 
vices, which makes for a complimentary adjunct to 

the prescribed needs of the medical profession, 

wherein we will dispense not only our normal shoes, 

but also surgical, club foot and flat foot shoes, both 

post-operative, and pre-operative—shoes that are 

scientifically constructed for poise, posture and 


body balance." 


What more can a shoe man do to convince the 
nation that fine footwear, properly fitted, plays a 
wartime part in the fitness of America. Only the 
Fit Will Serve! Prescription fitting is important— 
but keeping normal feet, NORMAL, is also the duty 
of W. B. COON footwear. 


» Pacced to Retail at Spar % so 
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Clevelanders cannot miss the smartest 

front in shoes, anywhere—with the em- 

phasis on Scientific Shoe Fitters—where 

“we fit every foot" and prove it by per- 
formance. 


Sate 
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FIT EVERY FOOT 


William E. Marsal operates one of the A. W. Guilford has a branch office and 
finest shoe stores in America, on the basis service department in the store, making 
of “continued-service” long after the shoes all types of prescribed orthopedic appli- 
have been purchased, for every customer ances, also shoe corrections, thus making 
rates a check-up. Bill has lived a life of this store a complete orthopedic shoe ser- 
shoes intently and interestingly, too. vice for Doctors and professional men. 


W. B. COON SHOES—SELECTIVE IN-STOCK Every shoe fitter in this store has the substantial feeling 
SERVICE—is now on a war basis of- opera- f b . ° ° f — f . 
tion—utilizing only those materials not essen- ° eing essentia o in eriority complex o not playing 


tial to our military forces. a part in War work; for it's as important to keep the home 


front foot-fit as it is to work in the fields, or mines or sea. 
A—FREE TREADS: A related series of broad 


tread straight lasts. Speaking of W. B. COON Shoes, they say at Scientific 
B-OUTFLARES: A coleted sores of breed Shoe Fitters: “If it wasn't for WILBUR COON Shoes, we 
tread outflare-lasts. (Both of the above could close the front door. Our customers know the an- 
groups are available with the TRI-BALANCE swer to their foot troubles is in the lasts and shoemaking 


insole as well as in the conventional welt con- 
struction.) of that famous Rochester house." 





BD. COON COMPANY. 27 cum steer» anna 
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~Thiee Million father in 


Not all of them wear JOHNSONIANS but each and every 
one of them rates a pair of ration shoes to walk the paths 
leading to victory. 

JOHNSONIAN is a national institution of essential shoes, 
preferred by men who know their wartime needs for wear — 
with smartness. 


The perFORMance value in JOHNSONIAN shoes repre- 
sents the best in available materials — for every pair is a 
product of coordinated workmanship that starts in the tannery 
and continues into the finished shoe. Skilled hands and brains 
create the wartime JOHNSONIANS and every pair deserves 
an appreciative customer — for such shoes are important to 
the alert American who has his great duty to perform on the 
home front as well as the war front. 


Conservation through Turn-Over every pair replaces « pair—one satisfaction 
follows another—the customer gets “tops in service.” That's the answer to national conserva- 
tien of labor, materials, time and money — through turnover on usefel, wantable 


JOHNSONIAN Shoes. 


JOHNSONIAN DIVISION vivir cine enorcorr, w.¥. «a1. cous, 0 


KERP THE LIGHT OP 
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FREEDOMBURNING 


| Buy Warr Bonds 
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Ce Yet our records list it on loan 
and in use. Not to be found in lasting 
room, stock room, or cellar — gone into 
thin air! Last seen two months ago, wear- 
ing a copper overcoat, in the company of 
Old Man Hindsight, as vicious a villian 
as ever trod the boards in an Op’ry 
House meller-drammer. 

Seriously, its loss is important. Not one, but 
hundreds of irreplaceable box toe heaters made 
from critical copper, stainless steel, brass, and 
cast iron have been lost by careless handling — 
usually through putting off their return until 
tomorrow as today seems short of minutes. We 
cannot make new box toe equipment for the 
duration. Our 1943 complement is being served 
to Messrs. Hirohito & Co. as part of an indigesti- 
ble metal diet, and though our stocks are com- 
plete, we no longer have an abundant supply of 
heaters to cover needless shortages. 





missing box toe heater 


Neither Scotland Yard nor the Crime Club can solve it. Frankly, we’re 
baffled. Read the evidence. If possible, find the motive and work out the 


Box toe heaters are as important to 
you as they are to us. Don’t lose them. 
Don’t store them. When replaced for any 
reason, return them at once. Take care of 
them by following a few simple rules and 
add months to their span of efficient 
usefulness. 

DON’TS for box toe heaters. (Please pass on 
to lasting room foreman.) 


Don’t operate electric heaters at voltages in excess of 
the unit resistance marked on each heater. 


Don’t operate heaters without water in boilers. 


Don’t carry water supply cans by the spout — use 
handle. 


Don’t fail to clean gas burners every six months. 


Don’t order units, water cans, and other supplies in ex- 
cess of the amount actually needed. 


Don’t retain heaters not needed on the line. 
Don’t stock them “for the time being.” Send them back. 


BECKWITH “MANUFACTURING CO., DOVER, N. H. 


Decxwitis 


BOX TOES 


VICTORY 
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PLASTICS 
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With her smart khaki uniform of olive drab, her shoes are the | 
familiar WAAC oxford. Her coverall in heavy cotton cheviot 
is regulation for the motor transport . . . with this she wears ° 
the field boot for ankle protection indoors and out. And although | 
she may not know it the well-dressed WAAC wears Spaulding Counters, 4 
favored by the leading manufacturers who produce the foot- 4 


wear for her active feet. 


Shoes shown are by Green Shoe Manufacturing Company 
of Boston. Green selects Spaulding Counters for these 
shoes because they know the name Spaulding stands for 
character and quality of the highest grade — thus helping 
them to maintain their own good reputation. 


SPAULDING FIBRE CO., INC. NORTH ROCHESTER, N. H. 


SPAULDING. 


COUNTERS 
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INCREASES CONSUMER 
3 GORED SHOES. 


ing in force, shoe manufacturers must think in terms of 
E. It is the answer to the rationing problem of securing 














SONS INC. 
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Something the 


public appreciates 


VER YBODY knows that rubber is scarce 
E and must be conserved. But not every- 
body realizes that rubber heels are now made 
from regenerated rubber not needed for war 
purposes. 


So, when a customer finds Goodyear rubber 
heels on a pair of new shoes he’s extra pleased. 


Goodyear’s own process, reflect all the inge- 
nuity Goodyear has developed in adapting 
proved methods to meet today’s conditions. 


So, smart shoe-manufacturers continue to 
equip their shoes with Goodyear heels. They 
know it helps their retailers—and satisfies 


the public. 


Wingfoot—T. M. The Goodyear Tire & Rubber Company 


These heels, made of rubber regenerated by 


FOR WAR WORKERS 
Goodyear is now making static 


GOOD*“YEAR 


HEELS 
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CELASTIC 
Preserves the Classic 
Beauty of Closed-Toe 
Styles that Conform 
to Regulations 





T 

fr 

T 

Uitity is the key word in war time civilian life. 7 
CELASTIC is a utility — part of shoemaking efficiency as fe 
well as toe shape-maker — playing a part during the entire D 
life of the shoe. th 
CELASTIC is also a controlling element in preserving the - 


wear-life of useful shoes ... a toe that holds its own through 
every exacting use. 

CELASTIC box toe methods make possible a union of 
materials under the toe tip, that gives greater strength and 
durability to closed-toe shoes. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SHOE TREES 






The new 100% WOOD J.V. SHOE TREES are a beauti- 
fully finished quality product. 
They are easily adjusted with a mere TWIST of the 
WRIST. 
Fully ventilated they are strong and durable and made 
for life long service. 
Demand for this outstanding TREE had been so great 
that it has been impossible to maintain a stock for im- 
mediate shipment. 
Made in solid sizes, widths A to D. 
One Price—$1.05. No jobbers. 

Present delivery 90 days. 


JONES & VINING 


INCORPORATED 


x »* * + * LAST MANUFACTURERS * * . * ¥ 
BROCKTON, MASS. 
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The highest arch low heeled shoe 
in existence. Controls foot motion 
and elongation for perfect foot 
happiness. 


I 
OR Titypg” 
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Steck No. 2821 
ORTHOPEDIC LAST 


A straight inside last that is not 
an in-flare. This last will accept 







almost every kind of mechanical 
correction. 





NEW YORK OFFICE 
754 Marbridge Bldg. 
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THE MEN AND WOMEN ON THE FITTING 
STOOL DESERVE A MEDAL FOR KEEPING 
AMERICA'S FEET... 


fit jo For 


While our boys are meeting the enemy face to 
face on the far flung battle fronts, let us not for- 
get the thousands of serious patriotic men and 
women who back up the services of supply and 
civilian defense on the home front. 


One very important job that is being done so 
admirably is that of protecting health through 
careful, intelligent shoe fitting—especially in the 
field of Orthopedics. You who have niade a spe- 
cial study of the human foot and its functions 
of locomotion are today performing a most ad- 
mirable service by helping to keep feet “Fit for 
Service.” Yours is a distinct contribution to the 
war effort and one worthy of recognition. 


So we take this means of saluting America’s shoe 
fitters for distinguished service. 









CHICAGO, ILL. 
1208 Republic Bldg. 


THE MILLER SHOE COMPANY . . . COOK and ALFRED STS. . . . CINCINNATI, OHIO 
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Shoes Must tit 
to Serve /n War lime 


Shoes Must Fit to Serve in War Time. There's 
no argument about that statement, but the 
makers of Drew Shoes go it one better. Drew 
Shoemakers believe SHOES MUST FIT TO 
SERVE AT ANY TIME. 


The first requisite for longer wear is proper fit. 
The first requisite for walking comfort is proper 
fit. The first requisite for tailored smartness is 
proper fit. These are facts you can't dispute at 
any time. They are not just wartime facts. They 
are true at ALL times. 









— 
7543. 
White Kid, 5-Eyelet Tie 
An Outstanding Perfect 
Fitting Hi-Riding Slen- 
derized Gypsy, Stitched 
and Perforated Through, 
Extended Arch Rest In- 
sole, Extra Myelet fer No wonder, then, that Drew Shoemakers have 
Fine Fitting 97 Last, 15/8 
Cuban Kantskuff Heel 


$4.70 spent so much of their time in developing lasts 
and patterns that insure better fit, exerting 


THE MAXIE, No. 


every facility in scientifically improving shoe 
construction and quality to make shoes fit bet- 
ter and better. 


Drew Shoes, with their scientifically designed 
lasts and their “sculpture-to-the-foot" fitting 
features, hold top rank NOW because they 
ae ALWAYS held top rank as shoes that look bet- 
6 Ea ter, fit better, and wear better. 
THE MATRON, No. a 
All White Kid, 6 Eyelet 
Tie, Extended Arch Rest 


Insole, Long Inside Coun- 
ter, Heavy Sole. (A Cor- 


FEWER SHOES TO WEAR 
eee cate ee Ns Means MORE WEAR PER PAIR 


Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. 






Ag ey 
emit. 


Dr. Hiss Shoes to retail at $8.95 and $10.95. 


Daswr bach P20h Etot 
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THE IRVING DREW CORPORATION, LANCASTER, OHIO—New York, 746 Marbridge Bidg. 
Women's Fine Welts for Over Fifty Years 
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THE Poor Richard Club of Phila- 
delphia, famous for its forums, re- 
cently conducted a one man’s round 
table, in the person of: Arthur C. 
Kaufmann, Executive Head of Gim- 
bel’s and President of the Philadel- 
phia Merchants Association. 
Walter M. Reynolds, Program 
Chairman, opened with the follow- 


ing: 











“Ladies and Gentlemen: In this 
corner, wearing purple trunks, 
weighing 120 pounds, holder of the 
long list of questions, Champion of 
Poor Richard — battling George 
Eager! (Applause.) And in this 
corner, wearing a broad grin ‘of 
confidence, I hope, and weighing 
his chances—the Executive Head of 
Gimbel Brothers, President of the 
Philadelphia Merchants Association 
—good sport, Arthur Kaufmann! 
(Applause.) Okay, boy; no hit- 
ting in the clinches, break when I 
tell you; keep it clean; come out 
fighting! (Gong.) 

QUESTION: “How do the buy- 
ing habits of Philadelphians differ 
from those of people in such cities 
as New York, Pittsburgh, Balti- 


more, etc.?” 


April 24, 1943 


ANSWER: “I would say the buy- 
ing habits of Philadelphians are 
about the same as those in other 
metropolitan cities, with this modi- 
fication: Philadelphians, by nature, 
are more conservative than people 
in some of the other cities and some 
of the new fads and fancies that are 
brought out in New York are not 
successful in Philadelphia, because 
the people here, I am glad to say, 
usually wait until something has 
been proven before they rush in to 
buy it, so that our type of business 
is a little more substantial. We let 
some of the New York stores do the 
experimenting on fads and fancies.” 


QUESTION: “Do merchandise 
and manpower shortages create seri- 
ous customer relations problems; 
and what is being done by stores to 
clear up misunderstandings and re- 
duce complaints?” 

ANSWER: “That’s another $64 
question. I should say thus far the 
merchandise shortages have not 
made for serious customer relations 
problems but will, henceforth, un- 
less by that time the newspapers 
have done a good enough job on 
the necessity and reasons for the 
merchandise shortages. The man- 
power shortages are colossal in 
scope, to such an extent that most 
modern stores are experimenting 
with some form of self-service, 
where that is applicable. What is 
being done by stores to clear up 
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misunderstanding and reduce com- 
plaints? The answer to that would 
be ‘Nothing,’ because the lower the 
standard of people that we are able 
to employ, the more complaints are 
bound to ensue, and the only thing 
we can do is extend humble apolo- 
gies and make some reference to 
the fact that there is a war going 
on. It is unfortunate to have to hide 





behind such a screen, but when you 
are reduced in the possibilities of 
securing the right type of people, 
you can be sure that they are going 
to make more errors and more dis- 


satisfaction will result.” 
* * * 


H. J. BOSTOCK, J.P., chairman of 
the board of Lotus, Limited, Staf- 
ford, England—the dean of English 
shoemaking of high quality and 
repute, significantly said in his an- 
nual message at the general meeting 
in Stafford recently : 

“The decision of the Board of 
Trade to bring footwear under the 
Utility Scheme was not unexpected. 
The details of the scheme have been 
worked out in close cooperation be- 
tween representatives of the indus- 
try and the Director of Civilian 
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Footwear. It is not easy to prepare 
regulations for an old established 
industry, with traditions going back 
to the days when shoes were made 
by hand, without making changes 
that to the practical man often seem 
unnecessary. On the whole, these 
difficulties have been successfully 
overcome. The Utility shoes that 
are now coming on the market in 
increasing quantities are well de- 
signed, moderate in price, and, be- 
ing free from Purchase Tax, afford 
to the public exceptional value. The 
limitation of ornament is by no 
means a bad thing. It has brought 
into greater prominence the impor- 
tance of design in the production of 
lasts. The plainer the article is, the 
more important it becomes that its 
lines should be graceful and that it 
should be well made. 


“We enter 1943 with factories 
operating efficiently, notwithstand- 
ing wartime handicaps. We have 
maintained the quality and design 
of our shoes, and there is a deter- 
mination on the part of everyone to 
uphold the standards of service and 
reliability of which LOTUS and 
DELTA are at once the symbols 
and the guardians. 


DESIGN— Wor / 
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“Changes are seldom pleasant, 
but without change there can be no 
progress. Few of us like the uproot- 
ing of old habits and associations. 
We have all tried to accommodate 
ourselves to wartime conditions, 
and I am proud to think not un- 


successfully.” 
a at * 


JOSEPH L. WEINER, Director of 
the War Production Board’s Office 
of Civilian Supply, speaking on the 
Maloney Bill to establish a Civilian 
Supply Administration, differed 
with his chief, Donald M. Nelson, 
to the extent of believing that ci- 
vilian supply direction should be 
independent of WPB in the belief 
that WPB and other production 
agencies should concentrate on their 
tasks without concerning themselves 
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QUEUE FEET 






RITISH 


—An English lady, well-versed in 
shoe fitting technique, has re- 
cently returned to London, after 
a rather lengthy visit in the 
States. 

—lI'm quoting from a letter just re- 
ceived from her: 


“On returning home my first reaction 
was one of astonishment at the feet of 
the women in England; they are right 
back on their flat heels here, and strid- 
ing out like Amazons, carrying them- 
selves better, too. 

“Do you suppose that being back on 
your heels has something to do with get- 
ting yourself braced to meeting reali- 
ties? There seems to me to be a link 
here. 

"| wonder a good deal of the time 
how the American pampered public 
would take many of our restrictions, be- 
cause | had much difficulty in getting 
just one pair of shoes on my coupons 
to fit. But | suppose they would swing 
along like everyone else. 

“lt is certainly no pleasure trip shop- 
ping in London these days. Clerks are so 
scarce you are practically lined up in 
a@ queue fora simple purchase—in fact, 
you get queue feet, a new occupational 
complaint. Everything is crowded out, 
and one's complaints of congestion in 
New York seem like a vanished dream 
of ease compared to London. 

“| miss my Recorder very much, but 
at the moment can't do much about 
that. 

“The effect on the shoe trade, | sup- 
pose, will be reactionary when this is 
all over; but my feeling is, we shall walk 
better, have trimmer ankles and figures 
than we did in this part of the world." 


FU Te pate 


President 








ever the distribution of essential 
goods to consumers. He said: 
“The relationship of an indepen- 
dent office of civilian supply would 
be the same as that of any buyer 
toward a manufacturer. The office 
would find out how much was 
necessary for civilian needs, place 
its requisition with WPB, the De- 
partment of Agriculture or any 
other governmental agency charged 
with supervision of production. It 
would also make sure that the chan- 
nels for the efficient distribution of 


the goods were functioning when 
the goods were ready for distribu- 


tion.” 
* * * 


J OSEPH W. BARTLETT, president 
of W. L. Douglas Shoe Company, 
Brockton, Mass., in his message to 
the stockholders, said: 

“We sold to the armed forces of 
our country nearly 600,000 pairs 
of shoes in 1942 as compared to 
about 370,000 in 1941. We are at 
present engaged in manufacturing 
an order for the Navy in the amount 
of 550,000 pairs of shoes to be de- 
livered by November 30, 1943. We 
have continued to take government 
contracts for shoes without real 
profit. Manufacturing government 
shoes, of course, aids in taking up 
overhead and operating expense. It 
deters us from expansion, if that 
were advisable, and I do not indi- 
cate that it is advisable, and may 
somewhat restrict our inventory in 
stores and also somewhat restrict 
our ability to manufacture and de- 
liver all the shoes we might be 
called upon to deliver to dealers. A 
lawyer from New York City at- 
tended the meeting of stockholders 
and criticized the management for 
not making at least a 5 per cent 








profit on government shoes; saying 
that he did not think the govern- 
ment wanted manufacturers not to 
make a profit. The answer to that 
idea is that our sales to the govern- 
ment are based on competitive bids. 

“Competition in the sale of shoes 
is very keen. Our wage rates are 
probably better for the employees 
than our competitors outside of our 
district. Our employees are older 
and we think, by experience and 
training, can make better shoes. We 
were at the top of accepted bids 
and yet make almost no money 
from the government. I am sure 
you would prefer to have your com- 


pany taking part in the war effort, 


although no real money could be 
made from the government on the 
work. The government obtains the 
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best shoes the company can make 
under the government’s specifica- 
tions. We believe the wearers of 
these Douglas shoes may well be 
customers of the future.” 








RITA HENNESSEY, editor of 
Beauty Culture, paid us a birthday 
call. Here’s a young lady, now in 
her early twenties, who has moved 
along the path almost patterned for 
her by the reading of the Boot anp 
SHoeE REcorDER over the years. Her 
father was the late William H. 
Hennessey, circulation manager of 
the Boot anp SHOE ReEcorpDeER, and 
known to shoe men the country 
over as Spike, the red-headed col- 
lector of friendships for the Re- 
CORDER. He also served his country 
in the last war as a dollar-a-year 
man under Barney Baruch and it 
was from him that we learned that 
over 100,000 places in America sold 
shoes. Rita, his daughter, now edits 
Beauty Culture, the trade paper in 
the arts of feminine loveliness and, 
believe it or not, it’s a field greater 
in total dollar intake than the shoe 
industry itself. 

So a birthday bouquet to Rita 
Hennessey, who even writes about 
foot beauty in her magazine. 


NEW ENGLAND Shoe and Leather 
Association reports: 

“The New England shoe states, 
Massachusetts, Maine and New 
Hampshire, produced during Feb- 
ruary, 11,877,477 pairs, a loss of 
15 per cent from February 1942. 
The New England shoe states regis- 
tered the following decreases in this 
period February, 1943, as compared 
with February, 1942: Massachusetts 
12, New Hampshire 18 and Maine 
18 per cent, respectively. 

“For the two months’ period, 
January-February, the New England 
shoe states produced 24,432,441] 
pairs, a decrease of 14 per cent from 
the same period a year ago. Massa- 
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chusetts’ shoe output was 12 per 
cent less during this period; New 
Hampshire’s production was less by 
15 per cent, and Maine’s output also 
dropped 15 per cent during this 
period.” 


* * . 


“SOLE Leather Is Precious,” says 
the Woman’s Home Companion. 

“When you can have only three 
pairs of shoes a year, buy them for 
quality that will stand up to hard 
wear; for fit that will be comfort- 
able in walking; for sleek cleaned- 
up styling that you'll like one, two, 
three years from now.” 

Six shoes were shown, with these 
directives: “Walk to the Office—in 
a streamlined low-heeled pump.” 


“Walk to the Grocery in a mocca- 


sin-toed oxford built for mileage.” 
“Walk to the Factory on a non-skid 
leather-saving sole. Built to Na- 
tional Safety Council specifications; 
shoe has steel toe-box, eliminates 
metal eyelets, visible nails.” “Walk 
to Church in a well-built high-cut 
pump.” “Walk to the U.S.O. in 
a pretty low-heeled sandal, light 
enough for dancing.” “Walk with 
your date in as gay and coquettish 
a shoe as you ever saw—little-girl 
heel, big bow trim. Even a small 
shoe wardrobe needs one dress-up 
pair.” 





A MERCHANT writes us: 

“In spite of the fact that we pride 
ourselves on the fitting job we do, 
there are times when a person comes 
in and says: “Will you please sell 
me a pair of those in Size 942 C?’ 








Well, what would you do in a case 
like that? Yes, we offered to mea- 
sure the feet . . . but to no avail. So 
we sold the shoes—and marked the 
sales check ‘NO TRY ON.’ 

“This morning, the gentleman 
came in and said: “They fit all right 
but I can’t get my feet into them. 
Can you cut the shoe down (desig- 
nating the throat) and add a few 
eyelets so my foot will go in?’ We 
measured his feet (under protest) 
and found that they actually mea- 
sured 1114 D. 

“Reminds me of the cartoon you 
had in the Boor anp SnHoe Re- 
CORDER not so long ago showing a 
200 pounder asking for a 414 B- 
and after the salesman sweated to 
get them on, she said: “They fit all 
right. Now will you please carry 
me out to my car?’ 

“Boy, we live and learn!” 


‘ 


“All the joy's gone out of buying shoes—no more nice young men clerks.’ 
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Current Happenings on the National Scendof | 
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OPA Reminder on Play Shoe Rationing 


PLAY shoe manufacturers and manufacturers. of other 
types of shoes not ordinarily used for street wear were 
reminded on April 15 by OPA that all shoes in these 
classifications manufactured, packaged or shipped after 
April 15 go back on the ration list. Shoes of these types, 
which leave a factory before April 15, remain non- 
rationed, even though they may not reach the consumer 
level for months to come. Such,shoes now on dealers’ 
shelves also remain non-rationed. Any of these shoes 
shipped after April 15 must be stamped by the manu- 
facturer with the month and year in which the shoe is 
packaged and they may be sold only against ration 
currency. 

Shoes which are ration-free if manufactured, pack- 
aged and shipped before April 16, but which return to 
the rationed shoe list of completed, packaged or shipped 
after April 15 follow: 

Ski and skate shoes; locker sandals and bathing slip- 
pers; shoes with a fabric upper and a rubber sole; 
shoes with a platform and with a heel height of 15¢ in. 
or less whose upper is made wholly of fabric, imitation 
leather, sheepskin, cape or a combination of these ma- 
terials; shoes with a platform and an open back and 
with a heel height of 15 in. or less, whose upper is 
made of kipskin or kipsides, wholly or in combination 
with fabric, imitation leather, sheepskin or cape; shoes 
with a wedge heel of 15 in. or less in height whose 
upper is made wholly of patent leather and which have 
a platform and an open back; shoes with a heel height 
of 15 in. or less whose upper is made wholly of imi- 
tation leather; shoes (sandals) other than imported 
huaraches, with a heel height of 114 in. or less with an 
open back (and regardless of whether they have plat- 
form or open toes) ; shoes with rope, wooden or other 
non-critical soles where rubber or leather is used in 
the sole only as hinges, tabs, heel inserts or other non- 
skid or sound-proofing features covering not more than 
25 per cent of the bottom of the sole. The upper may 
be made of any material. 

: 7. - ” 


No Relaxation of Baby Shoe Rationing 


DO not look for further easing in rationing of baby 
shoes. On the contrary there may be a tightening up. 
This reflects the official attitude. In contrast with 
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reports circulating in the trade that Ration Order 17 
will .be liberalized with respect to tots’ shoes, OPA 
might cut down on the number that is now exempt 
under the order. If such action is taken it would be in 
the nature of a reversion to the first plan. 

In the original order soft sole shoes up to and includ- 
ing size 4 were ration free. In Amendment No. 2, effec- 
tive Feb. 25, all infant shoes within those size ranges, 
regardless of whether they had soft, intermediate or 
hard soles, were released. This had the effect of about 
doubling the number of such shoes made ration-free, 
amounting to approximately 8,000,000 pairs a year. 
This has left stamps available to adults that the latter 


may use to get shoes. 
- * . 


Washington Correspondents See Blow 
at Free Press 


THE Standing Committee of Washington Correspon- 
dents has joined the chorus of protests that are being 
raised against the decision that was made, on the Presi- 
dent’s ree dation, to exclude newspaper and radio 
representatives from all meetings of the forthcoming in- 
ternational food conference, except the opening and clos- 
ing sessions. This statement was issued by the committee: 

“The Standing Committee of correspondents regards 
arrangements excluding the press from all contact with 
the delegates and deliberations of the forthcoming food 
conference, except at two perfunctory formal sessions, as 
a denial of legitimate news to the American public and 
hence an abridgement of the freedom of the press. 

“By these arrangements the American people will be 
denied news to which they are entitled and prevented 
from exerting any influence in shaping the decisions 
which will affect our nation in the future. 

“The Standing Committee is particularly concerned 
lest arrangements for this conference become the pattern 
for other international conferences which inevitably must 
follow. 

“The loyalty of the American press has not been ques- 
tioned during this war. Its voluntary es in with- 
holding information of possible aid to the enemy have 
been commended by the President of the United States. 
That voluntary and willingly given cooperation will con- 
tinue. 

“The conference in question will not deal with military 
matters. It will deal with one of the most vital elements 
of our national life—food. The Office of Censorship has 
expressed no concern regarding it. The Standing Com- 
mittee believes the American people are entitled to know 
the decisions made through prompt on-the-ground report- 


ing by their traditionally free press.” 
. * * 








Maximum Prices for Scrap Rubber Heels 
MAXIMUM prices for rubber heels made of scrap 


rubber and square woven fabrics taken from garden 
hose, belting, raincoats and similar materials are estab- 
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enc of Interest to the Shoe Industry 








lished in Amendment No. 6 to Maximum Price Regu- 
letion No. 200. Described as “fiber heels,” the new 
products are to be placed in the lowest price classifica- 
tion for heels made after Aug. 31, 1942, unless in actual 
tests they wear as well as rubber heels in the higher 
price classification. For example, if a man’s half heel 
containing fibers wears as well as a V-2 rubber heel, it 
may be marked V-2 after securing OPA approval and 
be attached by a shoe repairman at a total price of 50c. 
By comparison, the lowest classification is V-4 and 
costs the consumer a maximum of 40c. a pair attached 
for men’s half heels. 


During the current experimental period the quality 
marking of these heels will be based on wear tests made 
by both the manufacturer and OPA. A more definite 
method of pricing may be established from the infor- 
mation gained through experience with ‘these new 
compounds. 

Heels that contain such small quantities of fiber that 
they can meet the abrasion and tensile requirements for 
non-fiber heel tests. Heels made with a segment con- 
taining fibers are classified according to the quality of 
the base stock until May 20, and on the basis of the 
wear tests after that date. 

Another change contained in the amendment applies 
to non-fiber heels. It classifies the Borman Pneumatic 
Heel as a “super” heel. Previously this heel was un- 


classified. 
* * * 


Wire Available for Shoemaking 


SHOE manufacturers can obtain shoe wire such as toe 
lasting wire, staple wire, grip tacker wire and similar wire 
for the production of shoes under CMP Regulation 5, if 
such material is an operating supply and is normally 
chargeable to operating expenses, WPB pointed out in a 
recent letter to shoe manufacturers. The letter said that 
this procedure is provided under the section of CMP Reg. 
5 which defines “operating supplies.” 


. ” * 


Procedure in Price Discrimination Cases 
PROCEDURE under which the seller of any commodity 
who has been found by FTC or a court to have dis- 
criminated illegally in prices between different pur- 
chasers may apply for adjustment of his maximum 
prices, has been provided by OPA. Under Supplemen- 
tary Order No. 41, the seller may apply to OPA in 
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Washington for adjustment of his ceilings if his case 


meets certain specified conditions. 
- . 7 


Prohibit Canvas Shoe Exports to Brazil 


EXPORTATION of canvas shoes from the United States 
to Brazil has been prohibited. The Brazilian government 
listed this kind of shoes among commodities which it has 
requested the United States not to authorize for exporta- 
tion to Brazil. Accordingly, the Board of Economic War- 
fare has banned such shipments. 

. * * 


Repair Trade under Wage Program 


TO halt pirating of workers by small shoe repair shops 
which were not requirel to obtain National War Labor 
Board approval for wage increases, the WLB has unani- 
mously ruled that the entire shoe repairing industry in 
the tenth region hereafter must comply with the Board’s 
wage stabilization program. The WLB on recommen- 
dation of the Tenth Regional Board, with offices in San 
Francisco, excepted the shoe repair industry in that 
region from the provisions of WLB general order No. 4, 
which provided that employers of eight or fewer work- 
ers do not need to seek board approval of wage or 
salary adjustments. 

Thomas Fair Neblett, Chairman of the Tenth Regional 
Board, reported to the National Board that a serious 
situation had arisen because of a considerable turnover 
of workers moving from shops covered by the board’s 
stabilization program to the smaller shops, which were 
offering higher wages. 

“An inflationary spiral would follow if the wages of 
the major firms were allowed to follow the unrestrained 
wage scales of smaller establishments,” Mr. Neblett 
reported. 

“The Tenth Regional War Labor Board now has 
before it several cases involving shoe repairing firms 
which employ more than 100 workers. In presenting 
their cases, these companies claim the existence of gross 
inequities and inequalities, pointing to higher wage 
scales paid by smaller establishments whose wage rates 
are unrestrained.” 

In removing the shoe industry in the Tenth regional 
district from provisions of General Order No. 4, NWLB 
acted under its recent instructions to regional boards 
authorizing blanket exemptions to the order where the 
stabilization program was threatened by increases 
granted in small shops in a given industry. 
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Vital Factors in Correct Fitting 


Use of the Shoe First Consideration in Determining 
Type of Shoe and Last. Salesman Must Know Feet and 
Merchandise in Stock, Then Convince Customer That the 
Right Shoe, Rightly Fitted, ls More Important than Style 


by W. E. MARQUETTE 


WE all have a long way to go in educating ourselves 
_and our customers so that they will accept the correct 
fit and type of footwear for various occasions. The 
time has come when shoe manufacturers and shoe 
retailers must assume educational leadership, be honest 
and promote the correct type of footwear for the occa- 
sion. Sell a customer what is needed and stop catering 
to her whims, which frequently keep her a cripple. 

To do this we must find out the use the customer has 
in mind for the shoes she buys from us. Second, select 
the correct type, last and construction. If they are to 
be used in war work, construction is most important. 
Proper construction ‘in this case should include a good 
sturdy welt sole. 

Next comes the problem of working with doctors. The 
sooner the doctor acknowledges that the shoe problem 
belongs to the shoe salesman, and the shoe salesman 
prepares himself and assumes full responsibility in 
selecting the proper last and doing a good fitting job, 
the better can the doctor accomplish his work and ren- 
der a service to his patient. Too much guess work on 
shoe problems is being done by doctors in recommend- 
ing footwear. There is little a doctor can accomplish 
for foot trouble without the proper footwear. 


THE following suggestions on fitting are based on 
close observation and customer reaction after wearing: 

1. Salesperson must thoroughly know his merchan- 
dise and fitting qualities and recognize the various 
types of feet. 

2. Salesperson must master measuring device and fit 
customers as they should be fitted, not as they have 
been fitted in the past. 

3. Keep the wide part of the foot in the wide part of 
shoe. Anchor foot at the heel. At no time should the 
foot be anchored at the heel by crowding toes in toe 
box. Length should not be sacrificed to make the shoe 
fit at the heel. There are many feet that cannot be 
anchored at heel when fitted to proper length and 
width without gapping. If customer is interested in 
fant health she should not be too concerned over a 
little gap as this is a problem they have had for years. 

4. Measure foot for length, take weakness, condition 
of toes, deformities of foot and weight into considera- 
tion. When second large toe is longer than great toe, 
extra length is needed. If proper last and length is used, 
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the arch of the shoe should follow the lines of the foot. 
To insure a healthy foot condition an air pocket or 
reaching space for toes 14 inch from end of shoe must 
be provided. 


LN case of open toe shoes, toes must be kept from 
very edge of opening. At no time after wearing should 
toes protrude through opening if proper length and 
width is used. The first and second small toes should 
be well back of toe box and space provided for these 
toes to spread with body weight without crowding. All 
toe joints should be well back and free from edge of 
toe box. 


5. There are many things to consider when deter- 
mining width. Good judgment should be used, and 
shoe should be wide enough to allow good circulation, 
as increased circulation is the first step in strengthen- 
ing a foot. In considering width we should bear in 
mind the weight, sore spots, large joints, with or with- 
out corns, and be mindful of large joints and deformi- 
ties on outside of foot or at small toe. This condition 
needs plenty of width. Few customers will accept 
willingly the proper width and length. However, if 
store wishes to keep satisfied customers strong selling 
must be done in this case. (A good test for width— 
squeeze hand and watch circulation.) In many cases 
where proper length and width is used, the customer 
must sacrifice fit in some part of shoe, mainly heel, 
especially on a foot which has certain deformities. 


6. With length and width determined, proper last, 
pattern, type or material or leather must be considered. 
This depends upon the condition of the foot, age, 
weight, weakness and distortion of tge joints. In all 
cases of special fitting shoes the customer must be told, 
fitted and sold the proper last, size and width. In no 
case should customer be allowed to select shoe for her- 
self. 


7. You must know your lasts and patterns. If a 
customer selects three different shoes, all on different 
lasts, a different size and width may be needed in all 
three. This is also true if same last is used and all 
three patterns are different. Be especially mindful of 
wall toes, square toes and short vamp shoes as these 
are short running lasts and very troublesome unless 

[TURN TO PAGE 54, PLEASE] 
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FITTING COMES FIRST 


IN SELLING MEN’S SHOES 


by RALPH HALE 


THIS is a one-man shoe store dealing in shoes for men 
and it was ‘established only a few years ago. Recent 
governmental regulations have reacted greatly in our 
favor, both the rationing order and Conservation Order 
M-217. Retail shoe business became front page stuff 
as a result of these orders, and those of us having well- 
known branded lines were able to cash in on this free 
publicity, while M-217 aided us in concentrating our 
merchandise on fewer lines, with more fitting sizes. 
Now that the rush buying induced by rationing is 
over, business is stepping along on a faster tempo than 
previously. Newspaper advertising of this store and 
other stores, together with the natural impluse to buy 
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Above: Ralph Hale, Glendale, Calif., shoe merchant. 
conducts a survey among filling station operators and 
demonstrates to Earl Hird shoes he recommends. 


the best shoes possible, have caused many men to grade 
up in well-known lines of shoes. This store has among 
its customers many aircraft workers and employees in 
war industries, who can afford to buy good shoes. These 
men are vitally interested in good fitting and in careful, 
painstaking service. 

Five years ago, as a clothing store salesman, I was 
transferred to the shoe department temporarily. What 
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Hird, above, explains type oj shoe he prefers to 

serve the requirements of his job. This survey 

served to acquaint many men with Hale’s store and 
a substantial number became steady customers. 


Right: Customer George B. Richards has a com- 
plaint. Proprietor Hale sees the justice of it and 
makes customer feel better by assuring him neu 


pair from the factory will be his in a few days. 


Richards, well pleased with new pair and with adjust- 
ment of complaint, accepts Hale’s offer to sell him the 
slightly worn shoes at a reasonable price, solving 


problem happily for all. Adjustment makes a friend. 


When a Customer Complains He Gets 
a New Pair Without Question at Ralph 
Hale's Store in Glendale, Calif., but an 
Adequate Stock of Sizes and Careful 
Fitting Hold Complaints at a Minimum. 
Good Promotion Also Plays Essential 
Role in Selling Shoe Service to Men. 


intrigued me most in this first experience in the shoe 
business was the fact that so many men said, in effect: 
“Don’t go by the size of this shoe, it does not fit me.” 
Then it was apparent there was something more to shoe 
selling than asking what size and style was wanted. Next 
was the fact most stores seemed to think men would buy 
shoes from them without any promotional work. 
[TURN TO PAGE 57, PLEASE] 


Advertising folders of this character have proved suc- 
cessful business builders for Mr. Hale’s store. 
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FITTING CALLS FOR SIXTH SENSE 


SHOE fitting demands not only a deep interest in the in- 
dividual problems of customers, but also a sixth sense of 
visualizing results. 

Both feet should be carefully measured by checking the 
length with and without the weight; by taking the heel to 
ball measurements for metatarsal fitting; and the width 
with allowance for thickness of the foot. 

“Any defects should be checked. Particular attention 
should be given to the alignment, especially noting any 
pronation and metatarsal trouble, such as contraction of the 
toes or callouses on the ball of the foot. It is very neces- 
sary to have the cuboid bone properly supported. 

When the foot has been examined, measured and studied, 
the salesman is ready to decide what type of shoe is best 
suited to his customer’s needs. 





Shoe fitting can and must be put on a higher plane 
where the business is taken seriously, with a strictly pro- 
fessional attitude. Then only will the ills resulting from 
lack of foot care diminish or disappear, and this work be 
appraised at its true value. 


D. F. BLANEY, Gude’s, Los Angeles 
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RATIONING REVOLUTIONIZED SHOE BUSINESS 


kr is important that the new salesman realize he is in a 
new business. The shoe business was revolutionized Febru- 
ary 9th—the day shoes were rationed. Till that day we 
were salesmen, today we are fitters. 

Until February 9th our job was to get the most shoes 
sold right. Today we must see that each shoe is fitted for 
the job it is to do. All of our old sales psychology was 
thrown out. Now more than ever we need intelligence at 
the fitting stool. 

Every day women are referred to me by personnel direc- 
tors of our local war industries for proper fitting. Ques- 
tioning reveals that these women have been losing time at 
their vital jobs because their feet cannot stand the pace. 
Their peace time shoes will not stand the strain of their 
war time jobs. 

A little forethought at the fitting stool to guide these 
people away from unfortunate selections could be the new 
salesman’s contribution to the war effort. For by insisting 
on the proper type shoes for the factory worker to wear 
at her war job, he will prevent lost time. 


J. M. NOLAN, N. Hess’ Sons, Baltimore. Md. 
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INNERSOLE IMPRESSION IMPORTANT 
LNCREASED footwork for civilian volunteers and defense 


workers makes a shoe salesman’s job twice as responsibl 
as ever 

There is no more important principle to remember in 
fitting shoes than the fact that no two feet are alike. There 
are wide or narrow, long or short, square or rounded toe: 
wide, narrow or average tread areas on the ball of the foot: 
high, medium or long arch; straight or curved heels: 
elongation of feet; long, narrow or short fleshy feet. 

These characteristics may be accompanied by many vari- 
ations—bunions, flat feet, enlarged joints, hammer toes. 
second toe larger than the first, callouses, corns, ingrown 
nails, etc. 

The size is determined by use of the foot rule. An im- 
portant lead in determining the necessary type of shoe is the 
worn impression made on the innersole of the old shoe. 
After a complete diagnosis, the salesman must know the 
best lasts available in his stocks for the customer’s utmost 
comfort. 

Through experience, salesmen can generally feel the fit 
and know if his job was well done. He should also use the 
X-Ray machine as a re-check; and naturally, the double 
check is always questioning the customer. 


FRED A. SESSO, Gimbel Bros., Philadelphia, Pa. 





SHOE SHAPE MUST CONFORM TO FOOT 


OLD and new shoe clerks are handicapped because 95 per 
cent of all the shoes in America are made over lasts which 
are not the same contour as the bottom of*a normal foot. 
From necessity the shoes are the wrong shape on the in- 
side. 

The most important principle of shoe fitting is that the 
shape of the INSIDE of the shoe—ESPECIALLY ON TOP 
OF THE INSOLE—where body weight rests—be the same 
as normal -foot. 

A shoe should allow normal function and bedy balance 
by the shaping of the insole to normal foot sole contour, 
and, the balancing of the whole body structure through h2el 
bone control and transverse arch stance. 

Proper stance across the ball of the foot needs the cor- 
rect width of insole. The length carefully measured (under 
body weir’ bearing for length heel to ball and heel to 
end of toe. 

Proper stance is secured for the transverse arches by 
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Recognized Authorities on Shoe Fitting Problems and Correct 
Procedure at the Fitting Stool Give Recent Recruits the 


Benefit of Their Experience. 


OF SHOE FITTING 


the upward curves of the insole scientifically graded like a 
normal foot. 

Heel bone control is secured through the hidden shelf 
on the upper forward end of the heel bone. This control 
must be built into the heel seat of every shoe to stop ex- 
cessive heel rotation and sagging of the inner longitudinal 
arch. 

S. J. BROUWER, Research Foundation, Milwaukee, Wis. 
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FOOT ANATOMY FIRST ESSENTIAL 


THE fitting of special feature and arch type shoes should 
be classified as a Science. Salespeople should be taught 
the three important things: First—The anatomy of the 
human foot, and how the four arches in each foot function 
when walking. Second—A thorough knowledge of the 
different lasts of the shoes being fitted, and what type last 
each foot requires. Third—A knowledge of different kinds 
of weights of leathers, and the proper heel heights to be 
used in fitting each type of arch for perfect body balance. 
HARRY SUMMERS, 
Marott Shoe Store, Indianapolis, Ind. 
* * 7 


KNOW YOUR STOCK PERFECTLY 


Wirn women doing more walking, going into defense 
work, and into many forms of war work, comfort and fea- 
ture shoes have attained a more important place in the 
shoe business. 

To do our proper job of caring for the feet that march 
to Victory, we must know the shoes we carry as well as 
we know our own name. We must have a full knowledge of 
the different lasts, the comfort and fitting features, the 
types and the function that each shoe will serve and the 
feet it will correctly fit. 

It is our responsibility to see that customers receive the 
correct type of footwear, and obtain the maximum in com- 
fort. We cannot do a proper job unless we can correctly 
diagnose the foot and recognize the type of footwear neces- 
sary to satisfy the customers’ needs. 

Always bear in mind it is better to lose a sale than to 
misfit a customer. 

LOUIS KLAMBERG, 
Wm. Filene’s Sons, Co., Boston, Mass. 
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HAVE SIZES IN BASIC LASTS 


Ln times that are abnormal as the present, it is‘'a good idea 
to re-evaluate the problems of putting feature shoes on the 
customer's feet. 

First, the advantages of buying a feature or arch type 
of shoe: Miss America is fed up on being told that her 
arches are down and she needs metatarsal pads, etc. All 
she wants is a pair of shoes to fill her needs. She knows 
she must take care of her feet, and buy the right shoe. 

Second, in times when inventories are as disorganized 
as they are now, due to selling that went over any planned 
figures and delayed deliveries, every buyer should realize 
that a pair of mis-fitted feature shoes is much worse than 
a style shoe. A customer will never forgive or forget a 
mis-fit in a shoe that she buys for comfort. 

Have sizes in a few basic lasts. Educate the people that 
are selling these shoes. Tell your customers what you have 
and what you are doing and don’t kid yourself about it. 
Miss a sale if you have to. You are making a good cus- 
tomer for your competitor if you mis-fit or sell her the 
wrong shoe. 


K. PASSAMANECK, Rich’s, Inc., Atlanta, Ga. 


* * * 
FIT THEM LONG ENOUGH 


To my mind shoes made over lasts with ample tread on 
the innersole are easier to fit and more comfortable to wear 
than those with narrow tread and width in the barrel of 
the last. 

I have found in the years I have been fitting shoes that 
a large percentage of the people who are having discom- 
fort from shoes (and who think that they have foot trouble) 
do not have foot trouble at all, but do have shoe trouble. 

Many men and women come into our store and ask for 
a wider shoe than they are wearing, hoping to get relief 
this way. Invariably they need a longer shoe, because if 
a shoe is short, the ball of the foot will be ahead of the ball 
of the shoe, and will not allow the foot to take full advan- 
tage of the widest part of the shoe, which is the ball. 

Always remember that any shoe, no matter how expen- 
sive or inexpensive, will stretch on the width but not on 
the length, and if new salespeople coming into the industry 
will keep this thought in mind, they will always play 
it safe and “KEEP THEM LONG.” 


C. V. MAYO, Heywood Shoe Store, Worcester, Mass. 


* + 


SALESPEOPLE LEARN BY DOING 


NEVER before has the knowledge of foot structure and the 
proper fitting of the correct shoes been so important as it 
is today. 

Women who have considered shoes only from the style 
standpoint, are now realizing the importance of having a 
well-constructed, properly fitted shoe to conserve their 
energies on gruelling war-time jobs. This is where the 
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knowledge and experience of the salesperson on the fitting 
stool is of vast importance. 

In order to fit shoes properly and meet the individual 
needs of the women today engaged in industry and war 
work, the man on the fitting stool must know foot structure 
and understand construction of the shoes he is selling. 

Fitting shoes is a specialized task which requires ac- 
curacy in measurements and the most careful consideration 
of the type last that will fit the needs of problems pre- 
sented by each individual customer. By proper measure- 
ments we mean of course, the careful measuring of each 
foot, from heel to ball—heel to toe—and the width. 

The old maxim still holds true—“We learn to do by 
doing.” 

G. B. BURBAGE, 
Foot Saver Shoe Shop, Inc., Newark, N. J. 


- 2 


CHECK UP SHOES AT CLOSE OF SALE 


WE have developed quite a satisfactory business over the 
past decade on types of shoes built primarily for comfort. 
The chief reason for the growth of this business, of course, 
is a meticulous attention to fitting the foot properly. We 
had originally handed over the responsibility of the selling 
of these shoes to selected personnel. 

In the last two years, however, we have gradually shifted 
towards having this selected personnel act as supervisors 
in fitting the comfort type shoes, checking the fit of every 
pair before the sale is closed. Thus our entire salesforce 
now takes care of the business, but with the added safety 
of a check-up at the end of the sale. At the same time the 
salesforce is gradually trained in the proper fitting of 
comfort type shoes. 


EDWARD C. ORR, Potter Shoe Co., Cincinnati, Ohio 


* + 


TEACH SALESPEOPLE WHAT NOT TO DO 


We fully realize our responsibility in guiding our patrons 
in the selection of their shoes, and our problem with new 
members of our fitting staff is teaching them what not to do. 

Selling can only be productive if satisfactory results are 
ebtained; thus we feel justified in setting aside the com- 
mercial phase in limiting our sales to those of which we 
ere reasonably sure, regardless of customer insistence for 
something of their own selection. 

Negative selling? Yes. But our records show many 
positive reactions from our sincerity. 

The most important part of our work is the evaluation of 
the best last meeting vocational requirements. 

Our fitters are taught to study feet, observe the arch con- 
tours, general toe shapes in repose as well as in weight 
bearing, to measure under both conditions noting carefully 
the changes. 

We stress the importance of detecting the various sym- 
toms indicating structural or acquired conditions. 

Heel heights and toe shapes must be accurately selected 
from our family of lasts if the shoes are to be comfortable, 
for in many cases drastic correction is not readily tolerated. 
Then, too, many contributing disturbances known only to 
the physician are not easily reconciled. 

We must also determine the anticipated use of the shoes 
before making our decision, for there is no equivalent in a 
style shoe (no matter how the size is manipulated) for one 
which the foot should wear under certain requirements. 

The correct size is necessary, but we emphasize that the 
selection of the last is of greater importance. 


30 





BOOT and SHOE RECORDER’S 


As each case presents a different problem we constantly 
advise our fitters to study feet critically, know our family 
of shoes in detail and, when a final fitting is decided upon. 
have it verified by our head fitter. 

This we believe is specializing in foot health, comfort 
and good shoe dispensary. 

B. V. DULING, Harper Shoe Co., Philadelphia, Pa. 


* * 7 


PROPER FITTING VITAL FOR CHILDREN 


Mucu has been said and much has been written about the 
importance of correctly fitting shoes. The principal func- 
tion of the feet is to carry the weight of the body either 
while in a standing position or while we are walking and to 
protect it against shocks which would be transferred to 
other parts of the body. 

One of the most common causes of poorly fitting shoes 
is short fitting. Shoes must be long enough that when the 
weight of the body is on the feet, the foot and the toes can 
spread ‘naturally without cramping the toes. Short fitting 
eften causes enlarged joints or corns, or both, either of 
which are sources of discomfort. 

Long slender feet in adults are most frequently fitted 
short because it is easy to crowd that shape foot in a shoe 
one to two sizes shorter than actually needed, but, when 
the weight of the body is on the feet, the toes cannot be in 
a natural position. 

The most serious trouble lies in the poorly fitted shoes 
for children from six to fourteen years of age, where fre- 
quently shoes which have been outgrown are kept on feet 
which need at least two sizes larger. In many such cases. 
feet are deformed and ruined forever. This is almost crimi- 
nal and should be avoided. 

E. S. GERBERICH, Gerberich-Payne Shoe Company, 

Mount Joy, Pa. 





PROPER USE OF MEASURING DEVICE 


SHOES are no better than the person who fits them. Teach- 
ing new clerks the principles of shoe fitting should begin 
with the proper use of the foot measuring device, as applied 
to both feet under weight and non-weight bearing condi- 
tions. This may sound very elementary, but nevertheless 
it is, in my opinion, the basic ground work of the making 
of a capable fitter. It cannot be over-emphasized. 

To be able to recognize the proper length from heel to 
toe, heel to ball, to be able to center the joint of the first 
toe in line with the ball of the shoe at its widest point, 
proper outer flare to allow freedom for the head of the 
fifth metatarsal, are a few points that come under the 
category of reading the foot measure. Master these 
principles and any fitter capable of applying good, 
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common sense can then appreciate the value of adding 
wedges for pronation or metatarsal pads for a depressed, 
calloused condition of the ball of the foot. 

To be able to apply these principles to obtain maximum 
efficiencies, fitters have learned the true meaning of mod- 
eration. For example, we have today countless thousands of 
women of the pre-gas-rationed era, formerly engaged as 
stenographers, secretaries, etc., who have worn light weight, 
open shank shoes with 19/8 heels. These women through 
necessity are compelled to make changes in foot wear. 
To give these women complete comfort, drastic changes in 
size, weight or heel heights invariably spells more trouble. 
It is therefore, important to teach fitters to be able to com- 
promise with size, last and heel heights. 

In brief, a capable fitter realizes that it is equally im- 
portant to know what not to do, as well as what to do. 


IRVING L. WOOLF, Heilborn’s, Worcester, Mass. 


* ~ * 





FITTING A MATTER OF INDIVIDUAL 
INTERPRETATION 


THE most important single property of a shoe sold for its 
comfort features is its fit. Any shoe, regardless of its qual- 
ity, construction features, or price is nothing but a liability 
to the wearer unless it is properly fitted. 

It is the responsibility of the man or woman on the fitting 
stool to fit shoes correctly. 

Fitting is a complicated art. Certainly no one will main- 
tain that fitting is a science. To make fitting a science it 
would first be necessary to establish uniform sizing stand- 
ards and then to develop a measuring device that would 
make it possible to measure a foot so that its contour as 
well as its dimensions could be recorded by methods which 
would leave as little as possible to individual interpretation. 

Fitting today is almost completely a matter of individual 
interpretation. First, the fitter must interpret or select the 
right type of last. The selection of the right last is just as 
important as the correct length and width. It is essential 
that an expert fitter should be able to classify the various 
types of feet and to select lasts of the proper types to con- 
form to them. 

Having selected the last to be used, the next task is to 
determine the proper length and width. Here the fitter 
must know the relationship between his measuring device 
and the various lasts in his stock. Not only does the same 
size shoe from various manufacturers fit differently, but 
different lasts from the same manufacturer fit altogether 
differently. 

This is due to the lack of uniform sizing standards. A 
quart of milk is a quart of milk regardless of the milk dis- 
tributor; but not so with shoes. A 6B is all things to all 
manufacturers. The important thing is for the fitter to know 

to interpret his reading on the measuring device in 
terms of the last and shoe he is fitting. 
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In addition to proper shape of last and proper size, a 
good fit includes special regard for type of shoe in relation 
to the purpose for which the shoe is being purchased. This 
means giving the eustomer the proper type of shoe as 
regards construction, weight, heel height, material, pat- 
tern, etc., to meet the purpose for which the shoe is being 
purchased. 

A customer fitted in the right type of shoe in the proper 
shape and size will probably be a satisfied repeat customer. 
Of course, in the case of serious foot trouble more than a 
good fit may be necessary. In such cases of serious foot 
trouble, your first duty is to recommend that the customer 
consult her medical doctor or licensed foot podiatrist. 
Under no circumstances should you attempt to assume the 
duties of an orthopedic specialist. Your job is to be a 
shoe consultant and fitter. Experience, education and 
training can make you an expert in your field. 

HAROLD CANTOR, 
Orthopedic Shoe Shop, Philadelphia, Pa. 
* * 
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PROPERLY FITTED CUSTOMER BEST STORE AD 


Topay, nothing is more essential in shoe fitting than the 
ability to fit shoes properly. When a customer is properly 
fitted you may bé assured she is the best advertisement you 
have. 

A good shoe salesman should carefully study the fitting 
problem presented by each customer, observing the type 
of foot—whether it is fleshy or bony, the instep high, me- 
dium or low, whether the toes are normal and are they 
crowded; is the large toe joint enlarged; are there cal- 
louses under the ball? 

The shoe fitter must above all things know his shoes re- 
garding construction, and also what lasts are adapted for 
the various types of feet. 





The first fundamental in the proper fitting of shoes is 
to be certain that the heel of the foot is in the heel seat of 
the shoe. The next step is to be certain that the ball of the 
foot is in the wide part or the ball of the shoe. This is im- 
portant because it will give proper balance in standing and 
walking. Always have the customer walk in the new shoes, 
then re-check to make sure the foot does not elongate be- 
yond the ball. Be certain that the shoe snugs the arch 
properly. 

ROBERT P. SETTLE, 
Settle-Holbrook Co., Danbury, Con. 
* . * 


WAR WORK INCREASES IMPORTANCE 
OF FOOT CARE 


Wiru the trend of the times, changes are being made 

in our every-day living. In increasing numbers, men and 

women are turning to war work. We in the shoe industry 

must consider their needs. These new jobs involve more 

standing and weight-lifting. Consequently, these people 
(TURN TO PAGE 38, PLEASE) 
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Framed flat or shadow boxed, the slogan and fitting procedure photographs can be 


used on the window background, on the ledge or side wall, or suspended in the 
department, as constant reminders of the planned service your store renders. 
varying the photos, the idea is adapted to all kinds of shoes. 





By 


Feature Your Fitting Service 
---- In Ads and Displays 


THERE are two excellent reasons for visualizing and 
dramatizing to your public the steps that you consider 
essential to the proper fitting of shoes, presenting these 
steps as a well-organized plan or program to be fol- 
lowed with each customer in your store. 

First, the customer’s confidence is increased, and 
needless discussion will be avoided. This has been 
definitely proved by the experience of stores that have 
used fitting plans over a period of years for children’s 
shoes; the difficulty of having the mother try to tell 
how the shoe should fit is entirely overcome. 

Second, a definite procedure at the fitting stool 
makes it much easier for the inexperienced salesperson. 
We all know that, while there is pretty general agree- 
ment as to what constitutes a well-fitted shoe, opinions 
vary regarding the specific steps to be taken to arrive 
at such a conclusion. 

It is not the purpose of this article to discuss types of 
feet, or lasts, or measuring, or normal or abnormal 
feet. It is simply to urge that you adopt some specific 
plan of fitting, and then feature it in your ads, your win- 
dow displays, and in the store. Perhaps a Springtime 
comparison may be made. If a beginner in gardening 
is given simple, specific instructions as to how to pre- 
pare for and plant and care for the few sorts of vege- 
tables to be raised in a Victory Garden, he will very 
likely be successful, become enthusiastic, and, through 
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study, develop into a good gardener. If he tries to mas- 
ter the subject of horticulture (or shoe fitting) in its 
entirety, before establishing a solid starting point, he 
will either fail or take years to get to a place where prac- 
tical application is possible. 

To show the steps and the purpose of the store’s 
planned fitting procedure, sketches, photographs, or the 
shoes themselves can be used, probably all three com- 
bined will be best. The simplest way to get usable pic- 
tures for display and instruction is to use a camera, 
taking snaps of an experienced salesman in action. 

From sharp negatives enlargements for display use 
can be made. The larger pictures will serve to send to 
the engraver to have engravings made for newspaper 
use. 


F OR instruction purposes have prints made of the 
step-by-step photographs, and attach them to cards or 
paper in convenient size. After the fitting procedure 
is photographed, why not continue to build up further 
instructions in the same way? For example, take pic- 
tures to point out the special features of your shoes. 
If you try to tell someone about these things, especi- 
ally an inexperienced person, you may have to repeat 
many times. Having pictures, with explanatory text, 
will cut down your talking to probably one explana 
tion at first, and the answering of intelligent questions 


Boot and Shoe Recorder 





tha 
Fo 
cor 
har 
ele: 
jec 


to 


anc 








e 


1s 


mas- 
1 its 
, he 


rac- 


yre’s 
the 
-om- 
pic- 
era, 
n. 
use 
d to 


the 
; or 
lure 


ther 
pic- 


eCl- 
peat 
ext, 
ina- 














Develop a Well-Organized Step-by-Step Plan of Fitting 


the Customers in Your Store and Dramatize It in Your 
Promotions. Use Pictures of the Actual Fitting Process. 
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The planned procedure photos tell your story in a show case display. Same arrange- 
ment can be used in the window. Idea can be used indefinitely by using varied 
display arrangements to prevent monotony—has been done by some shoe stores. 
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that may arise as the clerk studies the pictures later. 
Foot anatomy, different types of feet and abnormal 
conditions are best shown by sketches, and should be 
handled as “advanced” study, except for the simple, 
elementary facts. But this is departing from our sub- 
ject—dramatizing YOUR plan for fitting shoes. 

Since fitting is so important today, it would be well 
to apply the “planned procedure” to men’s, women’s 
and children’s shoes, by taking pictures for each to be 
used in displays, in ads and in the sections or depart- 
ments for the different shoe groups. As a general tie- 
up for the promotion use a slogan that applies to all, 
such as “Step by step, we fit feet to keep feet fit.” The 
pictures and slogan can be reproduced in various sizes 
in newspaper ads. For display in the windows, they 
can be arranged on the background, on panel posters, 
or set in sequence in a shoe grouping. They can be 
used in show cases, as wall panels or “pictures,” 
framed for ledge use, or even suspended from the ceil- 
ing in the departments. 

This idea can be developed into a promotion that will 
be lasting as well as valuable to any store that does a 
real job of fitting shoes. 


THE necessity of training salespeople as rapidly as 
possible, without forming regular classes, and often 
while they are actually at work makes it important for 
the store to have some form of manual that brings out 
(1) the practical points of the store organization, sys- 
tem and policies; (2) knowledge of shoes, feet and 
fitting; (3) knowledge of salesmanship, including style 
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coordination. In the first division one store includes 
these ten points: 
1—Organization 
visor(s), ordering, clerical. 
2—Merchandise carried. Shoes and prices. Shoe 
accessories. 
3—Store’s shoe code explained. 
4—Stock arrangement. 


set-up. Buyer, fitting super- 


5—Fitting by store’s planned procedure. 
6—Sales check system explained. 
7—Care of stock by salesclerk. 

8—Floor routine. 

9—Salesclerk behaviour. 

10—Store policies. 


WHILE some of these subjects may need to be sub- 
divided, this list will serve as an index of factual in- 
formation for manual number 2: 

1—The foot; construction and how it functions. 

2—The shoe; materials and constructions. 

3—The shoe; lasts and measurements. 

4—Foot types and how to fit them. 

5—Foot conditions and how to help them. 

6—Correct types of shoes for various purposes. 

While there are basic fundamentals that remain con- 
stant in both salesmanship and style coordination, you 
will agree that there must be continual changes in shoe 
selling these days to keep pace with changes. Much im- 
portant information of value to the salesperson at the 
fitting stool will be found in Boot anp SHoe Recorper 
every week. 

















You can kick shoes around just about so long but 
the time comes when shoes will kick back. The public 
is beginning to get a bit sour on the subject of sizes. 
Ii wants a size when it sits at the fitting stool. Now 
it has to wait for what it wants or go elsewhere. 

We are beginning to find out that sizes are important 

P in a period of rationing.’ The decline of the instock 
department is having its effect upon the size situation 
in many, many stores. Initial orders each season are 
all right in their place but when certain sizes are sold, 
that business is out of luck in so far as those particular 
shoes are concerned—because the size is now the de- 
termining factor as to whether that customer comes 
back again. How you are fitting today determines 

whether or no you get the next ration coupon. 

Within this issue is a poster “ONLY THE FIT WILL 
SERVE”. That saying is indeed deeper than our literal 
use of the words, as applied to shoes. Physical fitness is 
at a premium today throughout the world. 

ONLY THE FIT WILL SERVE is a great slogan for 
shoe stores, for it points the way to the service of shoe 
? stores in wartime. Every man, woman and child is in 
your hands, to fit or to maim, to the degree of your 
fitness at the fitting stool. 

SHOE FITTING POWER is a factor in manpower 
and we are making no play on words; because any 
i clerk, at any fitting stool, who says to himself: “I’m 
not playing a part in this war; I’m only marking time— 
doing something that someone else can do equally well” 


-—is just uttering the platitude of the passive. Any 
useful work that makes men, women or children more 


a te bee 


fit for work in life, plays a part in this war. It is neces- 
sary and essential for such service to be honestly and 
correctly given. It is more important than the fit of 
any other article of garmentry. We are not trying to 


~~~wtr~w.. © 


establish the principle of shoe fitting as a mission in 
life—only that it is a service that is fit or unfit in war- 
time. 

The keynote of this issue is the fitness of that work 
at the fitting stool. What we are learning at the fitting 
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The Editor's 


Outlook 





by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


' For Want of a Size 


stool today will have a profound effect upon the shoes 
of tomorrow. Make no mistake about that! Historically 
speaking, the razor toe lasts of World I changed to the 
Haig last of the post-war. Army men who had had the 
freedom of the toes in roomy shoes wouldn’t go back, 
in the °20s at least, to pointed toes again. In fact, they 
never went back! although there were overt attempts 
to pinch the toes for eye appeal all through the °30s, es- 
pecially in big cities. 

Now we are to see what will happen with the millions 
of women doing men’s work and standing up to it eight 
hours a day. Already they have asked for more toe 
room in the war work types, even though lasts have 
been frozen as of the conservative shapes of 1942. 

The place we are going to learn all these things is not 
in the designer’s dreams but over the fitting stool of 
shoe stores all over this country. Freedom of the toes 
may play a part in human fitness for years to come. 

For years we have had freedom of the right sizes, for 
women have mentally emancipated themselves from 
foot binding as adding to beauty (at least young women 
don’t need to rest their case on the smallness of their 
feet). This subject is something more than just by- 
products of today’s thinking for rationing has taught 
us one thing—that the customer won’t go where she 
isn’t fitted. The quality of the fit may also compensate 
for lesser wear due to the limitations of soling. 

So here we stand, at the beginning of National Foot 
Health Week—April 26th to May Ist; followed by Na- 
tional Baby Week, May Ist to May 8th where the certain 
emphasis is upon shoe fitting . . . an essential part of 
shoe purchasing under rationing. Is this too much for 
a child to ask . .. A chance to grow straight and strong 

. to run and play like other children? This is the 
message of May 1 - May 8, National Baby Week. There 
are more children this year than ever before in our 
land. It is in a way, compensation for the men who will 


give their lives. It is one of the manifestations of war's 
effect upon mankind. So is the shoe—a factor in 
futures. 
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ARCH PRESERVER 


PIONEERED BY 
ARCH PRESERVERS 


Feet can be measured accurately only from 
heel to ball. Years ago, Selby pioneered in what 
proved to be the right idea -~ that the foot and 
its weight-bearing points must be measured cor- 
rectly, heel-to-ball. 

Illustrated above is the Brannock Device. This 
device is an ingenious and tested mechanism that 
correctly determines the heel-to-ball length and 


* 


ball width of the foot, as well as the over-all length. 

ARCH PRESERVER lasts and ARCH PRESERVER 
shoes made on those lasts are accurately graded, 
size for size, width for width, with the Brannock 
Device, to assure perfectly fitted ARCH PRESERVERS. 

The Brannock Device provides the essential correct 
measurements of the foot: ARCH PRESERVERS provide 
beauty and comfort in the right shoe for that foot. 


Selby Shoe Company, Portsmouth, Ohio 


New York Retail Store: Fifth Avenue at 38th Street 


New York Office: 3120 Empire State Building 


ACTIVE MODERNS 
PHYSICAL CULTURE 
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Mammoth Promotion 
To Sell War Bonds 


Joint Cooperative Undertaking Sponscred 


by U. S. Treasury Department and The Sat- 


urday Evening Post. 


Rockwell Paintings 


of Four Freedoms Major Attraction. Depart- 


ment Stores in Major Cities to Cooperate. 


Bult around Norman Rockwell’s 
famous paintings of the Four Free- 
doms, a mammoth promotion known 
as the “U. S. Treasury Department— 
Saturday Evening Post War Bond 
Show” will tour 40 of the nation’s 
largest cities, beginning April 26th 
in Washington, D. C. Announcement 
of the cooperative promotion, which 
will be presented to the public in 
leading department stores, was made 
at a trade press conference by Don C. 
Miller, U. S. Treasury Department, 
and Scott Faron, Publicity manager 
of the Post. : 

Major attraction will be the first 
public exhibition of the original can- 
vases of the Rockwell paintings, which 
were reproduced recently as a special 
editorial feature in the Post. Theme 
of the show is “Keep the Light of 
Freedom Burning,” and its physical 
»roperties include a series of twelve 
oond-selling window displays and an 
interior exhibit covering 6000 square 
feet of floor space. 

Many unusual features designed to 
stimulate the sale of War Bonds and 
Stamps have been incorporated in 
the promotion. One __ sensational 
“first” is the issuance by the Treasury 
Department of free souvenir covers 
for bonds and stamp albums. Equally 
sensational is the offering, as prizes, 
of thousands of original Saturday 
Evening Post covers, illustrations, 
cartoons and manuscripts. Most of 
the latter will be autographed by their 
authors. 

Premiere of the show will be held 
at the Hecht Company store in Wash- 
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ington, with a preview on Monday 
evening, April 26th, for government 
officials, other notabies and the press. 
The show will open to the public on 
the following day and run for a 
period of two weeks. The next presen- 
tation will be in Philadelphia under 
the sponsorship of Strawbridge & 
Clothier, whose preview is scheduled 
for May 14th. It will be presented at 
Rockefeller Center, New York, June 
3rd through June 13th. Rockefeller 
Center is turning over 7500 square 
feet in the International Building for 





This giant, five foot high, hand carved 
eagle will be located at the en- 
trance of the war bond show exhibit. 





“Four Freedoms” cover for war bonds, 
bearing a reproduction of Norman 
Rockwell’s painting in full color. 


the show. Other noted department 
stores for which dates have been set 
are: Wm. H. Filene’s Sons Company, 
Boston; Sibley, Lindsay & Curr Co., 
Rochester; Wm. Hengerer Co., Buf- 
falo; J. L. Hudson, Detroit. 

Each of the sponsoring organiza- 
tions is making every effort to insure 
the success of the show as a bond- 
selling effort. It is expected that 
enormous throngs will be drawn to 
the event in each city by the seven 
main attractions—many of them with- 
out precedent—which the show will 
present. These attractions, which will 
be intensively advertised nationally 
and locally, are as follows: 

1. Exhibition of Norman Rock- 
well’s Paintings of the Four Free- 
doms. These canvases, which required 
over a year of planning and painting 
to complete, were originally being 
considered for exhibit by a number of 
art museums following their repro- 
duction in the Post. But in view of 
the interest they aroused on the part 
of the White House, government 
agencies, the armed services, the clergy 
and other groups, as well as the gen- 
eral public, it was decided to tour 
them as a feature of the War Bond 
Show. After the tour, it is expected 
that they will be placed on perma- 
nent exhibit in the national capital. 

2. Four Freedoms Commemorative 
Covers. The Treasury Department is 
issuing, exclusively for the War Bond 
Show, protective envelopes for bonds 
and stamp albums known as “Four 
Freedoms Commemorative Covers.” 


[TURN TO PAGE 48, PLEASE] 
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LARGEST INSTITUTION OF 





Over 30,000,000 People 


in the U.S.A. Suffer from 
Weak Arches! 


Wartime workers alone needing relief from painful, fatiguing, disabling Foot Arch 
troubles, represent a huge market for Dr. Scholl’s Arch Supports. Make the most of 
these golden opportunities by featuring and talking up Dr. Scholl’s Arch Supports. And 
every sufferer you relieve, means another loyal, profitable customer won for you! 


From coast to coast alert shoe retailers are 
proving that there is nothing which pays such 
big profits in proportion to the effort. 


Dr. Scholl’s big space advertising in the leading na- 
tional magazines—reinforced by the advice of Physicians 
influenced by Dr. Scholi’s messages in the ethical press— 
is sending people out looking for the individualized correc- 
tion that Dr. Scholl’s Arch Supports give—and which ready- 
made “arch support” shoes cannot give. People are learn- 
ing that no two cases of arch trouble are exactly alike— 
that even the two feet of an individual differ in the correc- 
tion required—and that the standardized correction offered 
by such shoes will not do what Dr. Scholl’s Arch Supports 
will do. 

Everywhere dealers are cashing in on this demand by 
featuring Dr. Scholl’s Foot Comfort Service — by letting 


people know that they fit Dr. Scholl’s Arch Supports and 
other Foot Appliances scientifically. On a small invest- 


ment they are getting a big volume. 

Rapid turn-over and good mark-up Dt Scholl's 
are bringing in the profits for them. 
They are making money — and they 
are making friends. And so can you. 


Dl’ Scholls 


ARCH SUPPORTS 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl's FOOT COMFORT Appliances 
and Remedies for All Foot Troubles 


213 W. Schiller St., Chicago 62 W. 14th St., New York 
112 Adelaide St., E., Toronto, Canada 








April 24, 1943 


ITS KIND IN THE WORLD 

















Dr. Scholl’s Arch Fitter makes 
possible INDIVIDUALIZED 
correction by molding the Sup- 
ports to each foot’s exact needs. 


The foot in its original 
condition. The Sup- 
port is very low. 







SoeaOeeeeEeE>~>==_ 


Later, after the arch is 

accustomed to its new 

elevation, the Support 
is raised, 






As the condition im- 
proves, the Support is 
again raised. 









Finally, the arch is re- 
stored to normal. Sup- 
ports then need no 
longer be worn. 
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SCHOOL OF SHOE FITTING 


[CONTINUED FROM PAGE 31] 


will demand special featured comfort shoes to protect their 
health and foot care. 

The man at the fitting stool will be confronted with many 
types of feet. Therefore, we assume that the most impor- 
tant principle in the shoe fitting is the choice of last. It 
would be the fitter’s duty to determine the proper last needed 
for each type. The foot types include: 

1. Congenital or acquired flattened foot (low arched). 
In this case the fitter should measure feet with the customer 
standing, in order to allow for full elongation of the arch. 
To preserve the contour of the arch or prevent future 
trouble from developing, a mild support may be indicated. 
This is especially true of war workers who stand long 
hours on concrete floors at jobs to which they have not been 
accustomed. Heavier soled shoes can also be recommended 
here. 

2. Pes cavus or high arched foot. This condition is 
usually found in people with short, broad feet, sometimes 
calloused at the metatarsal region. Heavy soles and a meta- 
tarsal raise may be used to good advantage. The heel 
height of a woman worker’s shoe should be no higher than 
1% inches. In cases where higher heels were worn before, 
a gradual drop is necessary to forestall foot and leg pains. 

In summing up, the shoe fitter plays an important role 
in protecting public health. He must not violate this trust. 


DAVE WEISBERGER, Bronx, New York 


* * * 


FOOT KNOWLEDGE PLUS WILL-TO-HELP 
BASIS OF SOUND BUSINESS 


To me, shoe fitting is a profession! 

It is true that in order for anyone to qualify as an expert 
in the profession of correct shoe fitting, he must first have a 
knowledge of shoe lasts, shoe construction, and the vari- 
ous types of feet as related to their required type of shoe. 
It is necessary to spend many hours of study and research 
backed by long periods of actual shoe fitting experience 
before one can definitely qualify as an expert orthopedic 
shoe man. However, we find that after one acquires the 
principle of specialized shoe fitting, he still will be unable 
to build a sound shoe business unless he incorporates with 
this material principle—the principles of honesty, sin- 
cerity, the will to help—not sell. 

In my opinion, about 90 per cent of the people that 
enter a shoe store or department have a foot problem, or 
at least they think they have. In about 50 per cent of these 
cases, we find that their foot problems are of a mental 
nature. Therefore, the shoe man must, in addition to his 
honest desire to help his customer, supplement his shoe 
fitting knowledge with just the right psychology that will 
cause the customer to desire that shoe which the expert has 
prescribed. 

Yes, shoe fitting is a profession! 

HOMER D. SHEPARD, 
Shepard’s Shoes, Lansing, Mich. 


WELL-FITTED SHOES INSURE REPEAT BUSINESS 


EARLY in my career, the policy of shoe selling was based 
on sales, not fit. The salesman asked, “What size do you 
wear?” and went on from there. Today the business which 
handles health shoes, is looked upon as a professional 
business and shares responsibility with the doctor in cor- 
recting conditions which are present at birth and deformi- 
ties which are acquired due to other causes. 

Early stages of deformities of the feet can be corrected 
by the use of wedging which is found in certain types of 
shoes. 

In my opinion, knowledge of the human foot is most 
essential in the correct fitting of shoes. The public is fast 
realizing that this is a fact. 

Everyone wears shoes. Shoes should be well fitted to 
protect the wearer and insure repeat business. 

A salesman’s value is just as high as his degree of 
knowledge found at the fitting stool. 

He should know the anatomy of the foot, shoe construc- 
tion, and be able to guide the customer’s selection of shoes 
for his particular needs to be successful. 

ALBERT J. MAZER, 
Mazer’s Juvenile Shoe Shop, Philadelphia, Pa. 
* ~ * 


CONSERVE SHOES BY PROPER FITTING 


N training new people for our shoe department, we at- 
tempt to impress upon them the importance of the follow- 
ing principles: 

1. That feet are not alike—and therefore, different types 
of feet require different lasts of shoes. 

2. Both feet should be measured, and, except in unusual 
cases where it may be necessary to sell different sizes, fit 
the largest foot. 

That shoes should be fitted from heel to ball, that is, the 
shape of the arch of the foot and that is the shape of the 
arch of the shoe. The upper should fit snugly around the 
ankle, and the heel should not slip. The large toe joint 
should be at the widest part of the sole of the shoe, or just 
where it turns. There should be ample room in the fore- 
part, so that when the wearer stands, the weight is dis- 
tributed over the entire sole. Also, when standing, the 
longest toe should be at least 4% in. from the end of the 
toe box. If the shoe is too long, the large toe joint will be 


back of its proper place, and the shoe will wrinkle in front 
of it. If too short, the large toe joint will be in front of 
its proper place, and there will be a wrinkle in the shoe 
behind the joint. 

All of us in the shoe business today have an obligation 
to our country as well as to our customers and stores, to 
make sure there is no waste of leather because of ill-fitted 
or poorly-fitted footwear. 

PAUL A. FRIEDBERG, 
Hochschild, Kohn & Co., Baltimore, Md. 
. [TURN TO PAGE 40, PLEASE] 
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SCHOOL OF SHOE FITTING 


[CONTINUED FROM PAGE 38] 


PROPER FITTING AND HONESTY 
HARD TO BEAT 


IN the specialized field of orthopedic footwear, our prob- 
lems will be greater now, particularly in view of the pres- 
ent supply situation and the shortage of competent, trained 
personnel. From present indications, we shall probably 
have the greatest increase of foot complaints in history 
during the next few years. Most feet will be undergoing 
greater strains; civilians walking much more, defense plant 
workers standing on cement floors, accidents occurring 
more frequently, and the public wearing shoes longer as a 
result of rationing. 


a 


Nevertheless, it is my contention that future success in 


dispensing orthopedic footwear, regardless of conditions, 


still depends on two main principles. These are: the 
thorough knowledge of foot anatomy, function, and fitting; 
and the sincerity of purpose of that salesman who pos- 
sesses such knowledge. 

With regard to the knowledge of orthopedic shoe fitting, 
there is a definite scarcity of the sources where the neces- 
sary, practical information may be obtained. Most of us 
have garnered this information by experience and experi- 
ment. Yet the essential thing to remember always is that the 
foot is a perfect machine designed for precision and ac- 
curacy. Actually it is an engineering masterpiece of bal- 
anced muscle, nerve, and bone. It is our duty to keep this 
mechanism in order as Nature intended, unhampered by 
snug, ill-fitting shoes. When the foot is undeveloped, weak 
or abnormal, we are the mechanics who, under the guid- 
ance of some orthopedic authority, if necessary, rebalance 
it in correct footwear. Primarily, the foot should have 
freedom of function, the forefoot should be unrestricted, 
with weight distributed evenly, with support and assis- 
tance secondary, applied only to those portions which 
assume undue burden and strain. Our means are shoes 
of proper lasts, sizes, and construction, and the additional 
adjustments or corrections that are deemed necessary. 

If we are sincere in our intention of helping sufferers 
with good shoes fitted properly, we stop “selling” shoes; 
we fit shoes and they will “sell” themselves. Remember, 
in doing so, we give up many a sale, but, in the final 
analysis, we find honesty and superior service a hard com- 
bination for competition to beat. 

LESTER H. WEITSEN, 
Eneslow Shoe Co., Ine., New York City 


* + # 


“FIT THEM BIG ENOUGH" 


My nickname among my close friends, both business and 
social, is “Fit-’Em-Big-McBryde.” This is truly honest. 
After 45 years of retailing women’s shoes, my advice or 
suggestion to all salespeople, both new and old can be 
summed up in two words—courtesy and comfort. 
If salespeople will be courteous and fit their shoes large 
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enough, there isn’t anything they can do that will help them 
more to build up a dependable following (call customers) 
—especially in so-called feature or arch shoes. The woman 
who get a good fitting, comfortable (large enough pair of 
shoes always comes back and is the best ad any store or 
salesperson can have. It’s my opinion that 95 per cent of 
all complaints are from uncomfortable shoes, in most cases 
too small. So my advice is fit em big enough. 
V. V. McBRYDE, 
McBryde Boot Shop, Detroit, Mich. 


* * 


NO SET RULE FOR FITTING 


THERE is no set and fast rule in fitting the individual’s 
foot. 

The writer tries by sincere personalized service to ac- 
quaint the customer with his needs and expected coopera- 
tion in relieving his or her condition. 

We find in fitting our customers that the best method is 
to have them stand, as weight bearing brings about hidden 
foot conditions; while standing on weight bearing the fitter 
lifts the large toe and centers the arch adjustment at this 
point. This allows the fitter to know the exact arch bend 
when the person is walking in the shoe (thus avoiding ex- 
treme long fitting and eliminating short sizes). After length 
and width are taken (circumference of the foot is more im- 
portant than width of foot at ball) the customer sits and 
the foot is measured with foot relaxed on foot stool in a 
natural position; this will acquaint the fitter with any weak- 
nesses and the customer’s flexibility, and will avoid extreme 
length which would strain muscles and cause more harm 
than good. The idea of the whole procedure is to balance 
the foot and bring relief. 

We find that about 95 per cent will only measure one 
whole size (length) difference in sitting and weight bear- 
ing; the other 5 per cent will often have to have one-half 
size larger, as the weaker foot tends to lengthen. 

We find by giving the person’s foot a thorough check, 
that very few pads or adjustments are necessary, providing 
the operator takes care in fitting the width as his experience 
in wide or slim feet shows, as the circumference of the 
foot must be fitted; the idea of this is that extra width will 
not confuse the operator when feet and shoes are X-rayed. 
Then if this is not as wanted, the operator refits to the exact 
shoe needed for the second fitting. The widest shoe fitted 
first allows the forepart of the foot to settle in the shoe as 
nature demands for this foot. If the shoe is too tight, it 
will be misleading when viewed in the X-ray, since the 
foot has no chance to settle when a narrow width holds the 
foot back. 

It is so easy to fit too narrow, thus robbing the foot of 
expansion, balance and normal foot action expected. 

Therefore it is a good rule to start at the customer’s 
actual measure standing for length, add one width as re- 
corded, then balance to fit the actual needs of that indi- 
vidual. 


B. CRAWFORD, Health Spot Shoe Shop, Miami, Fla. 
PROPER FIT NOT ALWAYS “RIGHT SIZE" 


Our custem in being “shoe-fit” conscious first, and only 
then considering styles, pays a good dividend now with 

increasing disappearance of styles. 
Most civilian men remaining who will be here to carry 
on the war behind the fighting lines are working longer 
[TURN TO PAGE 59, PLEASE] 
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Only 
Genuine TANGOS 
Have the 
Pointex Heel! Paradise Tango P 
limited patterns. There are many styles in the full 


umps are not restricted to any 


Paradise Tango line — each distinguished’ by the 


comfortable, smart- fitting, patented no- pinch in- 


step. Women love the feature that keeps Paradise 


Tango Pumps on the foot without discomfort — 
without gaping—without slipping. More than a mil- 


lion women have already worn Paradise Tangos. 
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Every Queen Quality Shoe 
Gives Fur fod fit 


Along with fine materials and beautiful lines, perfect 
fit has.always been a cardinal factor in the build- 

ing of Queen Quality Shoes. Today, Queen Quality 
designers are doing an even better job...they are offer-— 
ing women shoes that make the most of every ration 
coupon...shoes with four-fold ! Every Queen Quality 


Shoe fits in all these ways: 


1. Fits the foot perfectly 

2. Fits the demand for beauty 

3. Fits the need for lasting service 
4 


. Fits the wartime wardrobe 


The Queen Quality representatives are now in their 
territories...be sure to see the strikingly lovely 


Queen Quality line for Fall. 


o\ poe? 
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QUEEN QUALITY SHOE COMPANY « DIVISION: INTERNATIONAL SHOE COMPANY « SAINT LOUIS 





April 24, 1943 43 








BOYD 


W 


the anh on the fitting stool bits 43.3%, 


Style is what brings her in— 
Fit is what sells her — 


Quality brings her back — 


au. MIS cee 


ae knows his Styles are bought from a line 
that ranges from 10/8 casual types to 24/8 dressy 
patterns...for Peacocks include everything 
needed to interest the Woman who looks to his 


store for complete coverage of her wardrobe 


He knows the best. shoe in the world is.no bet 
ter than its Fit but that Peacock’s 34 active 
lasts run true to size that sizes are available 
from 2% to ll, and widths frony C to AAAAA 
and even AAAAAA — and if his customer's foot 
measures 7’AAAA a Peacock 7%AAA will fit-her 


And he knows the best style and fit is smart 
on his customer's feet only so long as QUALIT) 


molds and holds its shape 


The man on the floor will tell you that building 
his trade and his store's volume on Peacock 
Shoes requires less time and selling effort Be 
cause their consumer goodwill and repeat ler 
ness has been built on a nationally advertised 

style-name and a trade-mark that is 
a guarantee of QUALITY 
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SHOUEMAKERS 


SEs 


HE WAR FRONTS 


“Our armed forces are by far the most adequately and scientifically shod fighting men 
the world has ever known.” . . . These are the words of John A. Bush, president of the Brown 
Shoe Company. They are the answer to America’s retail shoe merchants whose insistent 
demands for civilian shoes are in excess of supply. 





Now well into the second year of war-time operations, St. Louis shoe manufacturers 
find themselves working under a broad set of restrictions, willingly adhered to, with the 
full realization that each bit of sacrifice is part and parcel of victory. And while absorbed 
in serving as best they can the needs of both the fighting and the home fronts with the 
great variety of types of shoes made in this market, they even now are looking to the days 
of peace and are weighing the benefits that are certain to follow this period of stress. 
They see better shoes, better methods and closer cooperation. 


On the other hand, as the war progresses, they see with a sympathetic eye their friends 
in the shoe stores of America, who are called upon to meet new problems, to make new 
sacrifices. Already faced with the problem of fewer styles and simpler shoes, the dealer 
now has the problems of rationing and inventory control. Yet, as his stocks get thin and 
his worries with green help increase, he knows it simply means more bombs for Germany, 
more men for sniping Japs. 


Meanwhile St. Louis shoe manufacturers are doing an amazing job of supplying our 
armed forces with shoes to meet a broad assortment of needs—all types of fighting in every 
kind of climate. The full story cannot be told for obvious reasons. But when it is realized 
that they have been turning out large quantities of garrison oxfords, garrison high shoes, 
three types of service shoes, combat boots for the army; field shoes for the navy, field shoes 
for the marines, high cut leather boots for tank corps; paratroop boots, ski boots, nurses 
oxfords, submarine sandals and WAAC field shoes, to mention but few, the reason for the 
dwindling supply of civilian footwear becomes doubly apparent. What’s more, St. Louis 
factories are producing large quantities of safety shoes to fill special needs in war produc- 
tion as well as work shoes for factory and farm. But while serving the active fighting fronts 
and the war production fronts, St. Louis shoemakers still recognize the needs of the home 
front, such as shoes for civilian defense, nurses, nurses’ aides and for the millions of 
men, women and children who are “carrying on.” 


Many a dealer may feel that he has been badly treated, but this can be said of the 
St. Louis shoe manufacturers: In facing each new set of conditions brought about by the 
war, they have set themselves to comply with the spirit as well as the letter of the law, in 
many instances going a step further, and, in so doing, have set a standard of behavior 
which redounds to the credit of the entire industry. They more than met the rulings of 
M-217 and its amendments and before rationing, they allocated shoes to avoid inequitable 
distribution and to protect their customers. 


Production, so far this year, has held up better than was expected. And despite the many 
[TURN TO PAGE 46, PLEASE] 











Headed for the 


TOP 


N OW that comfort and qual- 
ity count most, we can hardly 
keep up with the demand for 
CONFORMALS. Thousands of 
enthusiastic wearers are spread- 
ing the news that CON- 
FORMAL'S exclusive Plastic 
Arch [individually moulded to 
fit and support the bottom of 
each different foot while they 
wait) brings sensational 
freedom from fatigue and dis- 
comfort—with smart styling that 
brings new freedom from that 
old-fashioned “corrective” look. 
Better keep your eve on... 


THE Line 
to Watch... 





St. Louis Shoemakers 
Serve the War Fronts 
[CONTINUED FROM PAGE 45] 


restrictive orders that have been 
placed upon the industry, St. Louis 
manufacturers are sanguine as to the 
future, even though at this point they 
see no improvement ahead in the sup- 
ply of materials, sole leather, etc. 
What’s more they frankly state that 
the supply of shoes for civilian use 
will continue to decline for the bal- 
ance of this year. The first quarter 
drop in production of less than 10 per 
cent as against last year is explained 
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CONFORMAL FOOTWEAR CO. 


Division International Shoe Company 


St. Louis 


by the fact that reserve inventories of 
sole leather have been augmenting 
current supplies, plus the heavier pro- 
duction of shoes for the army and 
navy. From this point on the figures 
ure expected to reflect more accurately 
the real situation both in the supply 
of materials and manpower. 

With the labor supply for shoemak- 
ing daily becoming more acute, the 
factories have set up new and lower 
quotas for the fall selling season; from 
20 per cent to 30 per cent lower than 
last season. Furthermore the taking 
on of a new account is now almost un- 
heard of. 

In concert with manufacturers of 


other districts, the St. Louis market 
has been urging upon the WPB the 
need for including civilian footwear 
along with military and industrial 
shoes, under the clasification of “es- 
sential.” There are 35 essential in- 
dustries at present. They feel that 
shoes, under the classification of “es- 
that by placing our industry under 
price ceilings, M217 restrictions, ra- 
tioning, pairage and price bracket 
control, the government has treated it 
as an essential industry, therefore 
should declare it essential and thus put 
a stop to the shift of labor into other 
industries. 


Dimout Lighting Pleases 
Retailers 


PROVIDENCE, R. I.—Despite dimout 
regulations, local shoe stores have 
found that they may have their front 
windows lighted and still comply with 
these Army rules. Instead of the high 
wattage and the many lamps previously 
used, however, these have been cut 
down substantially, but the effect is 
still worthwhile. The windows may be 
lighted with 15-watt lamps, one for 
every eight feet of space, and each 
lamp shielded so that no direct rays fall 
outside the window. Exterior doors 
and windows must be provided with 
some sort of covering to the extent of 
three-fourths of the length, hanging 
from the top. 

When the dimout first went into ef- 
fect, some retailers jumped to the con- 
clusion that windows must thereafter 
be completely darkened. Working 
through the Providence Retail Spe- 
cialty Stores Association and in cooper- 
ation with Harry Freeman, state dim- 
cut marshal, the stores have been able 
to get approval of this lighting. 

Shoe retailers are generally pleased 
with these restrictions, since it gives 
considerable lighting in contrast with 
complete dark outside. Summarized 
well by Hye Holland, manager of Mor- 
ton’s Shoe Store, who states, “Light 
is largely a thing of comparison. If 
there are two windows of fairly even 
lighting, they both appear the same. But 
if one has very strong lights, the other 
weak lights, the former appears to be 
proportionately brighter lighted. And 
in this dimout, with surroundings dark- 
ened, these 15-watt lamps appear fairly 
bright. They give our stores a brighter 
atmosphere and have a definite sales 
effect. It serves weli to keep business 
going as nearly normal as_ possible, 
without abolishing these usual civilian 
practices.” 


Joins Marshall Field & Co. 


CHIcAGO—Miss Mae Musiol, who was 
formerly children’s shoe buyer for 
Higbee’s in Cleveland, Ohio, is now 
with the children’s shoe department of 
Marshall Field & Co. 
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Propose Regulation Against 
Barefoot Fittings 


RocHESTER, N. Y.—Action to pro- 
hibit individuals from trying on new 
shoes while in their bare feet is ex- 
pected to be taken by the New York 
State Department of Public Health— 
probably through embodying a new 
regulation in the Sanitary Code, giv- 
ing it the effect of law. 

“We have received complaints aris- 
ing from the trying on of shoes in re- 
tail stores by individuals lacking any 
foot covering,” writes Dr. V. A. Van 
Volkenburg of the department, in a 
letter to the New York State Shoe Re- 
tailers’ Association, adding: “It is 
daimed that a fungus infection known 
as athlete’s foot may be transmitted 
to uninfected individuals by this means. 
The Public Health Council was re- 
quested to consider regulatory mea- 
sures to prohibit such practices. 

“This Council has the power to esta- 
blish regulations dealing with any mat- 
ters affecting the life or health or the 
preservation and improvement of public 
health in the state. Such regulations 
known as the Sanitary Code have the 
force and effect of law in the state, 
exclusive of New York City.” 

The letter calls attention t6 the fact 
that voluntary action on the part of 
members of the association through 
refusing to fit shoes to persons who 
were not wearing stockings would 
bring a partial solution of the prob- 
lem, but regulatory action by the Coun- 
cil would reach more shoe retailers, 
whose co-operation would be needed in 
any event. 

The proposed new regulation says: 
“No person engaged in the sale or offer 
for sale of shoes, slippers or similar 
form of foot covering shall try on a 
customer or a prospective customer, or 
permit to be tried on, any such article 
unless the feet of the customer or 
prospective customer are encased in 
stockings, the feet of which are whole. 

“Following the trying on of shoes, 
slippers or similar forms of foot cover- 
ing, the inside of such article tried on 
shall be dusted with an effective fungi- 
tidal powder before replacing in stock.” 


John R. Blum 


DANSvVILLE, N. Y.—John R. Blum, 


47, former leather buyer for the Blum 
Shoe Manufacturing Company, died in 
Buffalo recently. He was a brother of 
James J. Blum, president of the shoe 
company, and a grandson of the late 
John Blum, who was its founder. 


Elected to Merchants’ Board 


Youncstown, O.—Joseph Mark, of 
Kirby’s Super Shoe Market, Youngs- 
town, O., has been elected a new mem- 
ber of the Youngstown Retail Mer- 
chants’ Board executive committee, to 
Serve for a three-year term. 


April 24, 1943 











... speed the day of Victory 
and the shape of things to come 


UT YOUR dollars into the fight! 

America must have overwhelm- 
ing superiority in the finest fighting 
equipment in the world. That takes 
money...the money you invest 
in Bonds. 


For your future’s sake, don’t hoard 
anything ... but Bonds. Make them 
blast Nazi tanks and bring Jap zeros 
down in flames. So buy more and 
more Bonds... and still more.. .’til 
it hurts. 


| Then you'll have a real share in 


Kobeilyfo 


STAR BRAND x POLL-PARROT * 


Victory. You'll be ready to enjoy the 
wonderous new things sure to come 
when war-born techniques, skills, 
machines and materials will brighten 
peacetime days for all cnatiiel 


When that time comes, Roberts, 
Johnson & Rand retailer customers 
can again capitalize on the features 
and qualities which have sold mil- 
lions upon millions of extra pairs of 
shoes since 1898 . . . doubling the 
consumer’s satisfaction and the 
retailer’s profit. 


kia 


Division of 
International Shoe Company 
SAINT LOUIS 
HEEL LATCH « UPTOWN SHOES 
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WILL YOURS BE THE 


LION?’S 
SHARE? 


7 problem today is not in selling shoes, but in 
getting shoes to sell. On the other hand, deliver- 
ies are good on Trimfoot Foot Relief products... 
and they will do these two things for you: 


They will give you more merchandise to sell 
... With a good extra profit from each sale. 
That's the lion’s share today. 


2 They will enable you to satisfy the millions, 
who are using their feet more than ever before, 
that they will remain your customers for years to 
come. That's the lion’s share tomorrow. 


Investigate! It means more money in your till. Send 


for catalog. 


FREE BOOK! Orthopraxy of the Foot, the 
pocket handbook on feet and fitting is helping 


thousands of shoemen train their ever changing 
sales force to render a real service to the nation. 
Send for your copy today. 


TRIMFOOT COMPANY <« FARMINGTON, MO. 


TRIMFOOT FOOT 


TRIMFOOT METATARSAL INSOLES - WIZARD ARCH BUILDERS 
TRIMFOOT AND WIZARD FOOT RELIEF ACCESSORIES 





Mammoth Promotion 
To Sell War Bonds 


[CONTINUED FROM PAGE 36] 


These will carry a full color reproduc- 
tion of Rockwell’s “Freedom of Speech” 
painting, and will be available to all 
bond and stamp buyers as a free sou- 
venir of the occasion. 

3. Reproductions of the Four Free- 
doms. As another incentive to the pur- 
chase of bonds, the sponsoring depart- 
ment stores will offer a complete set of 
full color reproductions of the Rock- 
well paintings to those buying a certain 
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RELIEF 





minimum amount of bonds and stamps. 
While the “minimum amount” will vary 
to a certain degree, most stores are 
planning to give away reproductions to 
those purchasing a $25 bond or more. 
Suitable for framing, the reproductions 
will be presented in special War Bond 
Show envelopes. 

4. Free Prizes of Original Post Art 
and Manuscripts. One of the most in- 
teresting features of the show is the 
offering of original artwork and manu- 
scripts that have appeared in The 
Saturday Evening Post. Hundreds of 
valuable oil paintings—including Nor- 
man Rockwell’s “Willie Gillis” covers, 
Anton Otto Fischer’s seascapes, and 


many other famous illustrations—and 
additional hundreds of water colors, 
wash and line drawings by noted Post 


artists will be given away at the show, | 


The Post is also turning over thousands 
of original cartoons for use as prizes, 
and is asking its contributors to auto. 
graph their manuscripts for the same 
purpose. 

5. Exhibit of Saturday Evening Post 
Art. The heart of the War Bond Show 
is an immense interior exhibit of origi- 
nal Post art. It is expected that up- 
wards of 500 covers and illustrations, 
and 1500 cartoons will be displayed. 
The art will be hung on a series of 14 
double-faced units measuring 16 feet in 
length. Walls of the exhibit hall wil) 
display the overflow. The Four Free. 
doms paintings will be exhibited by 
most stores in specially constructed 
rooms adjacent to the exhibit area. 

6. Personal Appearances of National 
and Local Celebrities. To “people” the 
show, the Treasury Department is 
throwing the full weight of its Special 
Events Staff behind the show, and local 
War Savings Staffs have been asked to 
assist in booking celebrities for the 
event. Norman Rockwell is already 
scheduled to appear at the Washington 
opening. The goal at which the spon- 
sors are aiming is the appearance every 
day of one “big name” personality, plus 
a number of events in cooperation with 
local organizations. One such local 
activity which is anticipated will be 
highly successful is a “Four Freedoms 
War Production Day”—during which 
special programs would be held in war 
plants and the store. 

7. Window Displays. The key win- 
dows of the department stores will be 
turned over to a series of window dis- 
plays provided by the Post and designed 
by W. L. Stensgaard & Associates, 
Chicago. The stores, in most cases, will 
install additional windows of their 
own design—some planning to have as 
many as 20 window displays in all. 

To publicize the show, the sponsors 
are planning an intensive program of 
advertising and publicity. In addition 
to placing its national and field organi- 
zations behind the project, the Treasury 
Department is also assigning an “ad- 
vance man” to the show. The depart- 
ment stores will run local newspaper 
and radio advertising on the event, and 
many plan to send out statement in- 
serts. The Post is running a full-page 
advertisement th its own pages every 
month, the first of which will appear 
in the April 24th issue. 

A presentation has been prepared 
which is now being shown to advertisers 
throughout the country by the Post 
organization. Advertisers are invited 
to participate in the promotion, as sup- 
porting sponsors, by running local ad- 
vertising urging people to attend the 
show and buy War Bonds. Aside from 
the requirement that such advertising 
be non-commercial in character, the sup- 
porting sponsors determine the scope, 
size, and frequency of their advertising 
contribution. 

In announcing the War Bond Show, 


[TURN TO PAGE 54, PLEASE] 
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ates, Alabama S. Carolina, Georgia Virginia North Carolina Baltimore Branch 
Serving in U. S. Army In War Products Factory In War Products Factory In War Products Factory In War Products Factory 
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kK. B. MILLER W. A. NORTON R. A. PHILPOTT J. E. RUTTER 
W, Massachusetts Vermont E. Massachusetts Boston 
5] In War Products Factory In War Products Factory Serving in U. S. Army E. Mgr. War Products Div. 
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BUFFALO 


H. A. WOODIN 
Central New York 
In War Products Factory 


H. L. HUDGENS 
Chicago 
Serving in U. S. Navy 


DALLAS 


P. H. BRINK 


Texas 
In War Products Factory 


T. S. NEWTON 
Denver Branch 
In War Products Factory 


Cc. D. McCALLISTER 
Kans., Okla., N. W. Texas 
In War Products Factory 


CHICAGO 


T. H. BADDERS 


Illinois 


FRANK J. YOHAN 
Upper New York State 
Serving in U. S. Army 


K. W. KERR 
Chicago Branch Sales Office 
In War Products Division 


Cc. L. KNAEBEL 
Northern Indiana 
In War Products Factory 


T. W. GARY 
Dallas, Ft. Worth 
Serving in U. S. Army 


W. D. GARRISON 
Texas 
In War Products Factory 


DETROIT 


W. M. HALTEMAN 
Ohio 
In War Products Factory 


W. J. TAYLOR 
Detroit, Michigan 


H. L. REYNOLDS 
Neb., Kans., Mo. 
In War Products Factory 
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In War Products Factory 


D. F. SMITH 
Kansas 
In War Products Factory 
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J. F. BINKLEY 
Wisconsin, lowa 
In War Products Factory 


R. STRUNC 
Illinois, Indiana 
In War Products Factory 


H. H. McFARLAND 
Houston 
In War Products Factory 


KANSAS CITY 


E. F. BOWERS 
Kansas and Nebraska 


In War Products Division In War Products Division 


jJ. W. GOOT 
Illinois 
In War Products Factory 


C, A. JACK 
Cleveland 
In War Products Division 


Cc. D. MACLURE 
Utah, Colorado, Wyoming 
In War Products Factory 


R. C. EMMONS 
Kansas City District 
Serving in U. S. Army 


i LOS ANGELES 


jJ. EVANS 
Los Angeles 
In War Products Division 


STATES 





WEAR DIVISION 


R. E. LARKIN 
Los Angeles 
In War Products Factory 


NEW ORLEANS 
= «6» 
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ries 


C. T. JOHNSON 
E. Mississippi, Alabama 
Serving in U. S. Army 


G. J. GLEESON 
New York 
In War Products Division 
PITTSBURGH 


G. D. BAMMERLIN 
N. E. Ohio 
In War Products Factory 


H. J. PORTENSTEIN 
S. California 
Serving in U. S. Army 


T. M. WELLS 
N. Louisiana 
In War Products Factory 


J. E. MATHIE 
New York 
In War Products Division 


L. E. GRIFFITHS 
West Virginia 
In Synthetic Rubber Fact. 


R. O. WILMOTH 
Los Angeles 
In War Products Division 


NEW YORK 


F. M. BOCK, Jr. 
New York 


Serving in U. S. Marines 


R. W. BLANCHARD 
Philadelphia Branch 
Serving in U. S. Army 


E. M. RICHARDSON 
E. Ohio 
In War Products Factory 


MINNEAPOLIS 


H. FROSETH 
Wisconsin, Minnesota 
In War Products Factory 


F. J. DARCY 
New York City 
In War Products Factory 
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R. C. CREIDLER 
S. W.. Pennsylvania 
Serving in U. S. Army 


F. G. ROSENE 
S. W. Pennsylvania 


~ W. B. SCHROEDER 
S. Minnesota 
In War Products Factory 


Ss. L. EDGERTON 
E. New York 
In War Products Factory 


H. J. SEIBERLING 
Philadelphia, Delaware 
In War Products Factory 


J. E. TRUNICK 
Ohio, W. Pennsylvania 


In War Products Factory In War Products Factory 


E. E. LOEFFLER 
St. Louis Branch 
In War Products Division 


F. L. DUBBS W. F. KAVANAUGH 
Kentucky, Illinois 


In War Products Factory 


E. A. BERCHER 
St. Louis Branch Central Missouri, W. Ill. 
Serving in U. S. Army In War Products Factory 
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SAN FRANCISCO 


P. MARIAM P. D. RAMSEY A. H. FINNERN D. S. HARTSON L. J. HEALEY 
Illinois, Missouri Memphis, Tennessee San Fran., Oak., Berkeley 
In War Products Factory In War Products Factory In War Products Division Serving in U. S. Navy 


N. California E. California, Nevada 
Serving in U. S. Navy 


ae SEATTLE 


J. B. SHIERRY J. D. SMITH A. L. STEVENS L. E. ANDERSON 
S.California San Fran., Oak., Berkeley N. California Central Washington S. Oregon 
Serving in U. S. Army In War Products Division In War Products Factory In War Products Factory In War Products Factory 


a, on 


N. S. McPHAIL E. G. ALEXANDER 
N. Kentucky, S. Indiana Seattle Branch 
Serving in U. S. Army Serving in U. S. Army 
(No photograph available) (No photograph available) 





' A We are continuing to manufac- 
\ $ ture and distribute Conservation 
| Y/) ALA Quality Waterproof Footwear to 
, .¥ > U.S. dealers for the protection 
R. W. GRAHAM G. B. WHITTINGTON L. W. WHITTINGTON ° 9 ~ 
of America’s health. Every ounce 


Idaho Oregon, E. Washington Oregon, S. Washington 
In War Products Factory In War Products Division In War Products Factory of rubber allotted to us by the 
Government for this purpose is 


being used to make the greatest 
number of pairs possible. 


U.S.Conservation Quality Water- 
proof Footwear is being made 


A few of the War Products now over the same fine lasts by the 
same experienced people who 


being made by the Footwear made Gaytees*, U. S. Royal* 
Division. Heavy Footwear, Keds* and 


Kedettes* before the war. 
#REG. U. S. PAT. OFF. 
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THE RECORDER 


BRINGS 


INTO YOUR STORE 


A weekly service to Recorder readers . . . 
National news of Shoes and Leather, and 
their place in the war effort. Orders and 
directives of government agencies simpli- 
fied for manufacturer and merchant .. . 
Impending legislation of interest to shoe 
men, analyzed for them ... Read it, assim- 
ilate it, and make use of it, 


It’s your weekly guide and solution to 
many of the complex problems that face 
your industry today. 


April 24, 1943 




















Advertised 
Nationally In 


faquire. 





= SOLID Fou. 


IN STOCK — 5-14, AAA to EEE 


Build SOLID FRIENDS Now in Your Community to insure 
tomorrow’s repeat-purchase volume 
with Etonics “Rifle-Fire” - - - not “Buckshot” - - - modern Ad- 


vertising Plan aimed at your locality . 
. Local Newspaper Advertising Service . . . 
. Individualized Consumer Direct-Mail Plan PLUS 


Service . 


. Local Radio Programs 
Complete Display 


National Advertising in Esquire. 


Made in the bootshop of CHARLES A. EATON COMPANY, Brockton, Mass. Custom Bootmakers since 1876. 


Mammoth Promotion 
To Sell War Bonds 


[CONTINUED FROM PAGE 48] 


Mr. Faron emphasized that the promo- 
tion is non-commercial in every respect. 
“Speaking for the Post,” he said, “we 
want to help, like everyone else, the sale 
of War Bonds. Both private sponsors 
—the department stores and the Post 
—are satisfied with the good will that 
may result from the promotion. Even 
if we wanted to capitalize on the pro- 
motion, which we wouldn’t, the ration- 
ing of advertising space precludes any 
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Franchise available in certain localities | 


commercial tie-up. The War Bond 
Show is not a magazine promotion nor 
a government promotion nor a depart- 
ment store promotion. It is a joint 
effort to sell a whale of a lot of U. S. 
War Savings Bonds and Stamps.” 


Vital Factors in 
Correct Fitting 
[CONTINUED FROM PAGE 24] 
fitted with plenty of length. 
8. In a short fit no matter how good 


the shoe or last may be, the arch of 
the shoe will not follow the lines of the 


foot, will cause wrinkles in arch and 
an open space back of toes where arch 
of shoe does not touch foot. This also 
causes corns over toes by toe cap. The 
toes must be free to function naturally 
and have air and reaching space to 
have a healthy foot condition. 

Let us all try and do a better job in 
spreading foot happiness. 





New Catalogs Stress 
Style Modification 


New York.—New catalogs of Spring 
and Summer shoes show the modifica- 
tion of styles brought about by govern- 
ment order and curtailment of mate- 
rials. Notable among thgse received 
are those of the Nunn+Bush Shoe Com- 
pany with its name line and Edgerton 
line of men’s shoes. 

Both books are attractively printed 
in roto brown and shoes are shown in 
three-quarter view, reproduced by nat- 
ural-looking photos. Although several 
shoes in both lines have been neces- 
sarily discontinued, the several allow- 
able interpretations of each pattern 
provide a well-rounded and distinctive 
stock. 

A feature of the Edgerton book is a 
full page in the back devoted to “In- 
formative Selling Data on Duraflex 
Soles.” This sole is the new rubber sole 
developed to help ease the shortage of 
leather. The text points out the wear- 
ing and comfort qualities of these new 
soles and also the fact that “wartime 
necessity is often responsible for the 
creation of new products of outstand- 
ing quality” as selling points to be used 
in the promotion of these new soles to 
the customer. 


Boston Show Dates Changed 


Boston, Mass.—The management of 
the Parker House announces another 
change in the dates of the Boston 
Travel-Saving Shoe Show. Originally 
planned for some time in May, the date 
later was changed to the week begin- 
ning April 19. In view of the fact that 
this is the week before Easter and that 
merchant attendance, therefore, prob- 
ably would be scant, it has been decided 
to postpone the show for one week. The 
dates are now April 26, 27, 28 and 29. 


Merchant Found Guilty of 
Violating Ration Laws 


Boston, Mass. — The State Office of 
Price Administration announces that 
another shoe merchant —the second 
within a period of a few weeks—has 
had suspended his right to sell rationed 
shoes. Charged by the New Bedford, 
Mass., War Price and Rationing Board 





with selling rationed footwear without | 


collecting Coupon No. 17, Louis Mane- 
lis, doing business at 1049 South Water 
Street, that city, was recently given 
a hearing before Hearing Commissioner 
Arthur L. Brown. As the result of 
evidence given, a suspension order was 
given which is effective for three weeks 
beginning April 20. 
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BETTER THINGS FOR 


April 24, 1943 





Today rationing has awakened women to a new sense of values in 
shoes. They want the best their money and their NO. 17 coupon can 
buy. Key your sales story to one word—DURABILITY. And 
“PYRAHEEL” plastic heel covering, with an established reputa- 
tion, stands for DURABILITY. 


1. “Pyraheel” resists Seuffs! And scars, gashes, or scratches. 
And since shabby heels make the whole shoe shabby. WOMEN 
WANT “PYRAHEEL.” . 

2. “Pyraheel” resists Stains! Food stains, sticky asphalt, 
mud, or oil can be cleaned off in a jiffy with a damp cloth. 
WOMEN WANT “PYRAHEEL.” 

3. “Pyraheel” resists Fading! Today women are walking 
everywhere in snow, rain, mud, slush and over wet ground. 
WOMEN WANT “PYRAHEEL.” 


These are just three good reasons this plastic heel covering is more 
important than ever. You can identify it by its clear, rock-like ring 
when tapped with a metal shoe horn. And it is available in all the 
colors and effects (except suede) permitted under shoe rationing. 
For sales that build confidence—Sell Scuffless “Pyraheel.” E. I. 
du Pont de Nemours & Co. (Inc.), Plasties Dept., Arlington, N. J. 


“PYRAHEEL” 


REG. U.S. PAT. OFF. 


BETTER BEvriInge ..- FHRROVE ST CHEMISTRY 
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SS cm 
She Hew- 


TREE 


( FULL TYPE ) 


A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
Genel & cate ond of pin, will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 
































O. A. MILLER TREEING MACHINE co., PLYMOUTH, N. H. 
Branch of United Shoe Machinery Corporation 
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Adding one and one together, the 
Ralph Hale Shoe came into being, and 
its experience to date has developed the 
following interesting facts: 

Item 1. Some of the toughest feet in 
town to fit are permanent customers, 
with more coming in each week from 
word-of-mouth advertising. 

Item 2. More different ways of at- 
tracting men to a shoe store are pos- 
sible than this store has been able to 
put into action due to time limitations. 

Item 3. A store, to be successful over 
the long run, must have a well-balanced 
clientele, i.e., men from a number of 
walks of life, so that when one adverse 
condition, local or national, arises, the 
store’s entire group of customers will 
not be affected. 

Tried methods of building up a busi- 
ness here in Glendale can be applied 
anywhere. However, none of them can 
be successful unless the party of the 
first part believes in himself, his mer- 
chandise and the promotional plan. 
Personal enthusiasm is the keynote. 

One shoe stocked is ideal for aircraft 
workers and gas station attendants. It 
is a good-looking, good-wearing work 
oxford with special features which will 
make the -worker’s job easier on his 
feet. 

A folder was prepared for aircraft 
workers and others whose occupational 
work requires them to stand on cement 
floors. This folder set forth arguments 
under these captions: “Will Not Slip; 
Air Conditioned No Turned Up 
Toes : Guaranteed.” Mailing this to a 
good list brought in enough men to 
warrant the expense many times over. 
Getting the first pairs sold to workers 
in large industrial organizations was 
the first big problem to overcome. This 
folder was backed up with newspaper 
ads twice a week for a period. 

To gas station attendants an entirely 
different set of tactics was used, for 
men of this class are easy to interview 
personally. Attention getting was done 
by an original angle, that of making a 
personal survey. Going into a filling 
station and handing out cards is not 
worth the effort. Making a survey gets 
immediate attention. 

Here is how it was worked: On a 
11 by 14 wooden filer was attached a 
blank sheet having these heads printed 
in large lettering under SOLE PREF- 
ERENCES: Red Rubber, Rawcord, 
Neoprene, Aircork. 

Attendants were asked what soles 
were on their shoes and what soles they 
liked best. Not one man in a hundred 
knew what sole he was wearing, so 
would turn up his shoe to see. Gained 
information was checked off on the 
tally sheet. By this time all the men in 
the station gathered around to see what 
it was all about. That was the golden 
opportunity to simply state a new shoe 
store was started and the information 
was to discover the best liked sole for 
their job. Men immediately opened up 
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telling what they liked and did not 
like about shoes. Present restrictions 
may rule out this particular approach 
but it serves as an example to illustrate 
the idea. 

Men would approach the car, inter- 
ested in what shoe was being featured, 
which happened to be one with Aircork 
soles, etc. No open selling was done 
and no orders taken. But, three hours’ 
work one afternoon caused 27 men to 
come to the store over the next week 
end, a performance which is being re- 
peated quite regularly due to the many 
new men working in .the stations. 

Mailing an extra pair of shoe laces 
is as old as shoe retailing itself, and it 
is still a fine good will builder. Sixty 
days after a purchase is about the right 
time to mail the laces. 

Newspaper advertising in the shape 
of a column captioned “Foot Notes By 
Ralph Hale” proved to be a fine way of 
keeping the store’s message before the 
public. 

Meeting young fellows around town 
permits them to know the store owner 
on a friendly basis. When they dis- 
cover he mixes in with the serious side 
of business organizations and the social 
gatherings as well, they are apt to 
accept him as one of their own. 

Complaints are bound to arise in 
any shoe store. During the past year, 
three pairs of shoes have been returned 
for a question of proper fitting. And 
three men went out with new fittings at 
no expense to them or to the factory. 

On kicks, legitimate or otherwise, an 
old shoe man taught me a satisfactory 
way to handle them, so that the cus- 
tomer, store and factory are all happy. 

When a customer comes in with a 
complaint he is usually sore, having re- 
hearsed what he will say for some time. 
This procedure acts as a safety valve 
for the entire transaction. The very 
first remark on the store’s part is: “Of 
course you are entitled to a new pair.” 
Then on going to the stock, we regret- 
fully say after looking it over, “Sorry 
but we do not have the right size for 
you. However, we can get the right size 
in a few days, so if you will come back 
then, the other pair is yours.” 

This gives the customer a chance to 
cool off, as the treatment accorded him 
causes him to think perhaps he was 
somewhat hasty and perhaps the fellow 
running the store is a pretty good egg 
efter all. 

On giving him the new shoes which 
were in stock all the while, both shoes 
are laced up and while on his feet a 
remark to the effect that there is con- 
siderable wear in the old shoes and the 
chances are they are worth more to the 
customer after they are fixed up, than 
by having the store go to the expense 
cf sending them back to the factory. 
“Say, how about your taking them for 
$4.00” always brings the request to 
wrap them up, as the customer feels he 
has made a good deal. 

















USE YOUR ABILITY 
AS YOUR STEPPING-STONE 
TO SUCCESS 


The Health Spot Shoe Shop 
profit-sharing plan provides a 
real incentive for you to make 
the most of your ability. 


As a Health Spot Shoe Shop 
operator, you receive a share of 
the profits earned by the store, 
in addition to a regular salary. 


In other words, the more you 
put into your work, the more 
you get out of it—not only in 
bigger earnings but in the per- 
sonal satisfaction you derive 
from your success. 


In Health Spot Shoe Shops all 
over the country, men are suc- 
ceeding in a way they never 
dreamed was possible in a re- 
tail shoe store. They accepted 
the profit-sharing plan as a 
challenge to their ability and 
they have been rewarded with 
the best-paying job they ever 
had. 





Mr. E. G. Barker 
MANAGER 
HEALTH SPOT SHOE SHOP 


2014—2nd Ave. N. 
Birmingham, Alabama 


Mr. Barker is one of the many 
Health Spot Shoe Shop oper- 
ators who recognize the per- 
sonal advantages in the profit- 
sharing plan and he is making 
the most of it. 


MEN WANTED... 


for openings created by men 
leaving for the service. Send 
for your application blank .to- 
day. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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School of Shoe Fitting 
[CONTINUED FROM PAGE 40] 


and in most cases more strenuously now. Their require- 
ments therefore demand correct fit. We recognize the 
necessity of proper shoes jor the feet as they are and then 
correct fit to round out complete satisfaction. 

The emphasis is now more than ever on correct fit and 
not style. 

Proper fitting does not merely mean the right size. Our 
“correct-fit doctrine” has been to sell cold and reasonable 
facts to the customer first and by so doing suggest the 
proper last and shoe most exactingly suitable to the foot to 
give the most comfort and, consequently, the best wear. 

Remembering Pearl Harbor we should endeavor to keep 
the men behind the lines fit on their feet. 

GERHARD ECK, 


Jarman Friendly Shoe Store, Washington, D. C. 


*~ x * 


FITTING A PROFESSION—NOT A "KNACK" 


FITTING shoes is a profession, not a “knack.” 

It is not a battle of wits—to outwit the customer, but it 
is a matter of using your wits and knowledge to give the 
customer the service he or she came for—namely, comfort. 

Keep uppermost in your mind that customers are not 
satisied with what they are wearing, or they wouldn’t be 
in your shop now. If they were satisfied with the fit and 
comfort they have, they would have gone back to the shop 
where they got it. 

Measure both feet. Often you will find that both feet are 
not alike. Pull the stocking forward to give the toes a 
chance to expand. Measure for length with whatever 
system you have, but measure for width—with a tape 
measure, for there is no gadget yet made that will give 
you the depth of a foot. Of course, this is all nonsense if 
you haven’t a chart showing the relationship of the width 
in conformity to the length. 

Remember that you cannot put any article in a three- 
inch box that measures over three inches—unless you 
squeeze it in. Squeezing is the cause of all foot congestion, 
and congestion is the major cause of all foot ills. See that 
the last conforms to the foot. Fit the foot firmly, but com- 
fortably. One can excuse a bit of newness in a shoe, but 
the shoes are not to be broken in. 

To give further advice is superfluous, for the fitting of 
feet is not a job for a novice. What I say here is merely 
a recapitulation of what we all know, but are inclined to 
forget at times. 


JOHN LIBBIE HARRIS, Ross-Harris, Inc., New York 


> * - . 


COMFORTABLE SHOES ARE THE BEST SHOES 


To fit corrective shoes, always try to make them comfort- 
able. This type of footwear doesn’t lose its shape, as may 
style shoes, and the counters are heavier, the arches are 
stiff, and there is very little flexibility. For this reason 
corrective shoes have to be fitted with care; measure the 
foot with a good measuring device. After you have the 
correct size, and want to double check, always try on a 
half size larger width narrower, or half size shorter width 
wider. If shoes slip on the heel, try a tongue pad, or 
dampen a counter. If the ankle bone rides the edge, in 
some cases, the shoe is fitted too long. 
Always remember comfortable shoes are the best. 


JOHN MOSER, John Moser & Son, Peoria, TJinois 
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Armed forces, women’s auxiliaries have first call on 
our restricted production... We can’t make enough 
of these shoes to supply civilian demand; but the 
shoes we make for that purpose represent the 
soundest investment for a rationed public . . . Every 
pair is lasted and constructed expertly—to fit. If 
correctly fitted, every pair gives the highest possi- 
ble return in ease, service and appearance. But if 
they do not fit, their superior qualities are often 
wasted—a serious loss to you, your customers and 
the nation . . . Maker, retailer and wearer must ac- 
cept individual responsibility for getting the most 
out of the limited best available these days . . . 
Superior shoes, correctly fitted, carefully used is the 
program all must adopt and follow to come through 


this trying period successfully. 





THE ONLY SHOES WITH Synchro-Flex-STABILITY 
MORE PLEASURE MILES, LESS FOOT EFFORT 


J. P. SMITH SHOE CO., CHICAGO . . . makers 
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Krippendorf 
FOOT REST 


SHOE 


Now that your customers can buy only three 
pairs of shoes a year it is more important 
than ever that you sell the shoe you know will 


keep ’em happy. 


In Krippendorf Foot Rest Shoes are combined 
d. Trim. 


* a. 



















all the qualities your < s 


Feminine. Smartly styled to make every glance 
linger longer, yet wondrously comfortable and 
amazingly durable—the shoes your customers 


can live in! 


You, too, will be happy selling Krippendorf 
Foot Rest Shoes. In the more than 72 years of 
its existence, The Krippendorf-Dittmann Company 
has established a record for quality, dependability 
and integrity. Come what may that reputation 


will be maintained! 


$695 +0 $795 
Slightly higher west of Denver 


THE KRIPPENDORF - DITTMANN 





Nationally advertised in Vogue, 
Mademoiselle, Good Housekeep- 
ing, Ladies’ Home Journal. Wo- 
man's Home Companion, The 
Instructor. | 


COMPANY, CINCINNATI, 0. | 


New York Showroom — Marbridge Building 





Retailers Register Disapproval 
Of Hosiery Order 


New York.— At a conference held 
last week at the Hotel Pennsylvania 
under the auspices of the National Re- 
tail Dry Goods Association, about 500 
retailers from many parts of the coun- 
try put themselves on record as vigor- 
ously opposed to the OPA rayon hosiery 
Order No. 339. Details of this order 
were discussed in the March 20th issue 
of Boot AND SHOE REcorRDER. Principal 
speakers at the meeting were Edward 
N. Allen, head of Sage-Allen & Co., 
Hartford, president of the association; 
Lew Hahn, general manager, and Irv- 
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ing Fox, general counsel, of the asso- 
ciation. 

As a result of the meeting a com- 
mittee was appointed to draw up a 
statement to be presented to OPA as 
an expression of the attitude of the 
representative retailers of the country. 

Section 12, summarizing the main 
points discussed at_the meeting, fol- 
lows, in part: 

“The principles embodied in the ray- 
on hosiery regulation to which we so 
strongly object, and which we regard as 
thoroughly un-American, are the fol- 
lowing: 

“A. The establishment of various 
classes of purchasers and sellers, . . . 


The United States Government should 
not put itself in the position of favor- 
ing larger retail concerns by providing 
they shall buy at lower prices than 
other retailers. 

“B. No price regulation should under- 
take to establish fixed standards of 
merchandise. It is the duty of OPA 
to control prices, not to dictate what 
shall, or shall not, be manufactured and 
distributed. ... 

“C. Price regulations must be based 
upon a realistic instead of a theoretical 
approach. Hence, they must be closely 
related to the service and the cost ex- 
perience of the individual merchant.” 

Concluding paragraph of the state- 
ment emphasized the retailers’ “deep 
and earnest conviction that a firm and 
effective system of Governmental Price 
Control is one of the needs of these 
times, as a means of checking inflation. 
Such a Price Control System can be 
achieved only through government and 
business working sympathetically and 
understandingly together. .. .” 





Boots Bought by Army 


Boston, Mass. — Contracts covering 
the manufacture of 165,000 pairs of 
parachute jumpers’ boots have been an- 
nounced by the Boston Quartermaster 
Depot as follows: 

International Shoe Co., 45,000 pairs; 
General Shoe Corporation, 25,125; R. P. 
Hazzard Co., 25,125; Brown Shoe Co., 
24,750; Joseph F. Corcoran Shoe Co., 
15,000; Milwaukee Shoe Co., 15,000; 
and A. H. Weinbrenner Co., 15,000. 

Other awards are: 

Low Quarter Rubber Overshoes — 
United States Rubber Co., 4,385 pairs; 
Hood Rubber Co., 3,115. 

Women’s Low Overshoes — United 
States Rubber Co., 56,816 pairs; Hood 
Rubber Co., 32,000; Goodyear Rubber 
Co., 24,000; and Tyer Rubber Co., 7,200. 

Field Shoes for WAACS — Green 
Shoe Manufacturing Co., Inc., 1,536 
pairs. 

In addition, the United States Rub- 
ber Co. is to make 927 pairs of black 
basketball shoes; 1,925 pairs of rubber 
over-the-shoe waders; and 30,000 pairs 
of safety-sole boat shoes. The Interna- 
tional Shoe Co. is to make 13,860 pairs 
of Type II service shoes. 

Other items include 8,000 pairs of 
lasts for women’s low service shoes and 
4,342 pairs of lasts for women’s field 
shoes, companies participating in the 
contract being the United Last Co., 
Stewart & Potter, Sterling Last Co., 
Vulcan Last Co., George E. Belcher Co., 
and McNichol & Taylor. 





Pvt. Allen H. Joseph 


Cuicaco.—Pvt. Allen H. Joseph, 20 
years old, son of Louis H. Joseph, one 
of the owners of the Joseph Shoe 
Salons, in Chicago and suburbs, died 
recently in Camp Roberts, Cal. Pvt. 
Joseph was inducted in the Army three 
months ago. He is survived by his 
parents and one sister. 
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Explain Ration Rules 





to Michigan Shoemen 





Central Region Ration Banking Executive and Rationing 


Officers Speak at Detroit 


DetroiT.—Detroit and Michigan Re- 
tail Shoe Dealers Associations have 
again set an example to the country, 
in sponsoring a highly practical and 
authoritative session to educate shoe 
merchants in the problems of operation 
under shoe rationing, and to thresh out 
the special angles involved. 

The event was a dinner meeting in 
the Spanish Room of the Fort Shelby 
Hotel, attended by about 100 shoemen, 
followed by a business session attended 
by around 400. The dinner meeting was 
entirely informal, allowing shoemen a 
chance to get acquainted with ranking 
OPA officials in intimate personal in- 
terviews. 


Questions on Ration Banking 


Thomas Connors, Ration Banking 
Executive for the Central Region, OPA, 
answered dozens of intricate questions 
on operation of ration banking with 
authority as the major regional officer 
jin this specialized new field. The 
lengthy barrage of questions he met 
proved the keen interest of all mer- 
chants in his presentation. 

I. J. Burdt, Regional Rationing Offi- 
cer, gave important information on 
shoe rationing developments and future 
trends, with considerable off-the-record 
discussion which indicated clearly that 
shoemen may look to OPA adminis- 
tration for sensible relief from genu- 
ine problems. The entire session was 
conducted in a friendly atmosphere of 
give and take, giving the clear impres- 
sion that OPA officials are sincerely 
trying to understand the peculiar prob- 
lems of shoe merchants and administer 
rationing intelligently without any ex- 
cessive burden of unnecessary red tape. 


Swap Inventory Plan 


Burdt answered many questions on 
aspects of shoe rationing from the floor, 
and mentioned, as typical of develop- 
ments, that the Detroit Shoe Rationing 
Director, John Scott Black, who also 
took a prominent part in discussion, is 
setting up a “Swap Inventory” pro- 
gram, locally, to relieve the situation 
of merchants who find themselves with 
a slow-moving stock of frozen goods, 
such as rubber footwear, which they 
want to dispose of. 

Unusual was the presence of accounts 
and sales staff men from many stores, 
as well as a few bankers who attended 
to secure authoritative information on 
operation of the shoe rationing accounts 
they are now handling. Many shoe 
travelers also attended, and took part 
in the discussion, which was widely 
participated in. 

The unusual advantage Detroit shoe- 
men have had in the series of meetings 
of which this was the climax was shown 
in the statement of Mr. Black to Boor 
AND SHOE RECORDER: 
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Meeting, with 400 Present 


“The biggest and best thing about 
such meetings is that they enable the 
OPA staff to get the ‘feel’ of the shoe 
business in a way that is only possible 
through this intimate personal contact. 
As a result of the meetings which have 
been held in Michigan, a number of 
changes have already been made at 
Washington in rationing administra- 
tion. We have had such large gather- 
ings of representative retailers that we 
have seen the perspective and impor- 
tance of a particular problem as we 
could not possibly do if only two or 
three men came into the office.” 

Walter Magee, who presided at the 
meeting as president of the Detroit 
RSDA, made a strong speech for War 
Bond sales, talking as the father of a 
boy who was to leave for the Army 
within a week. About $25,000 of bonds 
were reported sold at the meeting. 

Arrangements for the meeting were 
capably handled by Clyde K. Taylor, 
secretary, Michigan RSDA, and Sam 
Plotler, secretary of the Detroit RSDA. 

On the dais, in addition to the OPA 
men and the officials just named, were: 
Vice-president Guy Dixon and Trea- 
surer Adolph Goetz of the Detroit 
RSDA; President Richard J. Schmidt, 
Vice-president Nathan Hack, and Di- 
rectors Robert Willoughby, Edward 
Nunnelley, Fred Murray, Burt Pond, 
and Herbert Burr of the Michigan 
RSDA. 





Corresponds with Service Men 
To Aid War Effort 


WATERTOWN, Mass.—There are jobs 
other than joining the WAACS and 
WAVES which an alert and under- 
standing woman can do for her country. 
Katherine F. Johnston, secretary to C. 
Lawrence Munch, president of Hood 
Rubber Company, here, currently en- 
gaged in corresponding with some 670 
members of the armed forces of the 
United States in nearly every part of 
the world, offers convincing proof that 
this is so. Her well-organized files in 
the Hood Rubber Company office are 
jammed with letters from the boys in 
uniform—letters asking her advice, dis- 
cussing their love affairs, telling of 
their hopes and despairs, requesting her 
to relay messages to friends and ac- 
quaintances in Watertown and nearby 
points. ; 

This career didn’t burst into full 
bloom overnight. It was a gradual de- 
velopment, which had its start when the 
officers of the company, in December, 
1941, decided that all Hood employees 
in the service should receive a Christ- 
mas box and a letter from the company, 
signed by them. It was the tone of the 
acknowledgments — their sincerity, the 
genuineness of their gratitude and, 
above all, their obvious desire for let- 


ters—which embarked Miss Johnston on 
the sometimes stormy waters of a new 
job» The number was small at first but 
increased rapidly, reached a new high 
when the 1942 Christmas box was sent 
out and since then has climbed to its 
present peak. 

Single-handed, Miss Johnston gets 
out form letters to the general list, bul- 
letins detailing the activities of the 
company and a whole host of personal 
notes and letters, many of which she 
happily composes on Saturdays and 
Sundays at her own home. On her desk 
is a scrapbook jammed with photo- 
graphs of boys in uniform and scenes 
which they have shot with their cam- 
eras. At her home are a couple of bureau 
drawers crammed with gifts they have 
sent her. And, in between times she 
meets and greets them when, on fur- 
lough, they come stamping into the 
office to see this woman whom most of 
them have never met before. 

“Tt’s lots of fun,” she says. “More 
people ought to do it. The boys like let- 
ters. They should get a lot of them.” 

Miss Johnston’s fame has spread. She 
has been cited to the War Production 
Board and is the proud recipient of a 
personal letter of congratulation from 
Mrs. Eleanor Roosevelt. 





Brisk Buying at Detroit Show 


Detroit, Mico.—Buying was brisk at 
the April showing of shoes by travelers 
at the Hotel Statler, sponsored by the 
Michigan Shoe Travelers’ Club, augur- 
ing well for the stability of the local 
market under rationing. 

Selling, much more direct to the point 
of retail sale, in that a type of “hand- 
to-mouth” buying in connection with 
seasonal items appears to be developing, 
was good in blues, with tans following. 
Latter was notable in buying for pre- 
Easter stock. Both gabardines and 
leathers did well. An unusual feature, 
travelers reported, was the exceptional 
pickup in growing girls’ shoes. This 
may be accounted for by some shift in 
patronage, or a stabilization of buying 
under rationing. 

Next showing will be May 3-4, which 
will be the first Fall Show for the 
travelers. Jobbing representatives are 
expected to feature all-white lines. 

The Travelers’ Club reported the 
largest attendance this year, at their 
current monthly meeting. Discussion 
was centered on the joint meeting for 
retailers and travelers being held on 
April 15 at the Hotel Fort Shelby. The 
Detroit shoe men have been able to 
secure the attendance of OPA experts 
from Washington, to go into authori- 
tative detail on the problems of ration- 
ing and wartime control. 


To Enter Army 


Houston, Texas. — Odell Carver, 
manager of Baker’s Shoe Store, expects 
to be inducted into the Army shortly. 
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Committee Named to Study War Model Shoes 


Seven Retailers and Manufacturers Named to Consider Feas- 


ibility, Method of Production. 


Intra-Government 


Committee Also to Study Subject 


WASHINGTON, D. C.— Possibility of 
developing “war model” shoes or utility 
types of shoes was the chief topic dis- 
cussed at meetings of the Shoe Manu- 
facturers Industry Advisory Committee 
and the Shoe Retailers Industry Ad- 
visory Committee and WPB officials in 
Washington last week. 

Officials of WPB stated that one pur- 
pose of war model shoes would be to 
conserve manpower and leather for the 
armed forces, Lend-Lease and essential 
civilian needs. A representative of the 
Office of Price Administration said that 
war model shoes would also accomplish 
the following three effects: 

1. Place the most important leather 
in the most important shoe classes. 

2. Offer the eonsumer the oppor- 
tunity of purchasing shoes containing 
a specified minimum quality in a par- 
ticular price line. 

3. Permit the adoption of more effec- 
tive price controls in the shoe industry. 

A task committee of seven was named 
to explore the possibility of a war 
model shoe. If such a shoe is found to 
be feasible, the committee was asked to 
work out the most practical method 
for its production. The members are: 

Irving S. Florsheim, president, Flor- 
sheim Shoe Company, Chicago, Illinois; 
Maxey Jarman, General Shoe Corpora- 
tion, Nashville, Tennessee; John Bush, 
Brown Shoe Company, St. Louis, Mis- 
souri; Louis H. Salvage, president, Sal- 
vage & Malloy Shoe Company, Man- 
chester, New Hampshire; Irving Edi- 
son, vice-president, Edison Bros. Shoe 
Company, St. Louis, Missouri; Harold 
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L. Volk, Volk Brothers Company, Dal- 
las, Texas; Frank J. Schell, supervisor 
Shoe Department, Sears Roebuck & Co., 
Chicago, Illinois. 

Lawrence B. Sheppard, Deputy Chief 
of the Leather and Shoe Branch, WPB, 
and Government presiding officer at the 
meetings, announced that an intra-Gov- 
ernment committee also has been 
formed to explore the possibility of a 
war model shoe. Members of this com- 
mittee are: 

Mr. Sheppard; Henry W. Boyd, Jr., 
Chief of the Shoe Section, WPB; Edgar 
Rand, Chief of the Shoe and Leather 
Section of the Textile, Leather and 
Price Division, OPA; M. L. Chandross, 
standards specialist of the Standards 
Division, OPA. 

Possibility of adopting standards for 
protective occupational footwear to 
comply with specifications of the Amer- 
ican Standards Association was dis- 
cussed. The American Standards Asso- 
ciation had been asked by WPB and 
OPA to work out shoe specifications to 
provide protection to the wearer in 
certain industrial work and to conserve 
critical materials. Included among 
some of the proposed standards are 
specifications for men’s and women’s 
safety-toe shoes, and for construction 
of counters, soles, heel bases, shanks 
and other parts for safety shoes. 

Mr. Sheppard announced that under 
certain conditions, appeals are being 
granted to some manufacturers for re- 
lief from the quota restrictions imposed 
by Conservation Order M-217 as 

[TURN TO PAGE 71, PLEASE] 
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F. C. Donovan Again Named 
Head of Boston Club 


Boston, Mass.—In recognition of his 
excellent administration, Francis C. 
Donovan, prominent Boston leather 





FRANCIS C. DONOVAN 


merchant, was unanimously re-elected 
president of the Boston Boot and Shoe 
Club at its annual meeting, held re- 
cently at the Hotel Vendome in this 
city. During Mr. Donovan’s first term, 
it was announced at the meeting, the 
membership of the club has increased 
approximately 70 per cent—from 85 
members to a total of 145. A feature 
of the meeting, in addition to the ex- 
cellent entertainment program, was an 
impromptu drive for Red Cross funds 
which netted $350 in a few minutes. 
Other club officers for the ensuing 
year, also re-elected, were first vice- 
president, Arthur L. Evans, L. B. 
Evans’ Sons Co.; second vice-president, 
John E. Daniels, John E. Daniels 
Leather Co.; third vice-president, W. J. 
McHenry, The Linen Thread Co.; and 
secretary, Maxwell Field. 
[TURN TO PAGE 71, PLEASE] 
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«in Selling Rationed Shoes 


Because shoe purchases are 
limited to three pairs per year, 
per person, correct fit is more 
important than ever in hold- 
ing customer goodwill and pat- 
ronage. Today, misfit shoes 
are wasted shoes! Misfits can- 
not be replaced after the ra- 
tion coupons are gone. 

That's why it’s important to 
prove to your customers that 
their shoes fit correctly before 
they leave your store. X-Ray, 
lets them see for themselves be- 
fore the sale is closed. Partici- 
pating in the fitting operation, 
satisfies them that you have 
made every effort to fit their 
shoes for wartime service. 

The result is fewer “returns”, 
fewer complaints, and constant- 
ly increasing customer confi- 
dence in your fitting skill. 


YES, “X-RAY” IS 
RATIONED, TOO — 


You can still get an X-Ray 
Shoe Fitter to improve 
your ine of Rationed 
hoes. a act quick- 
ly. Supply is limited oe 
present inventory of 
and materials. 
Soteaded Terms still 
in effect. 





SHOE FITTER i 


3533 NORTH PALMER STREET 


MILWAUKEE 
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Baby Shoes on Display in Boston 





Boston, Mass.—Boston's North Station which has, among other things, a series of 
windows devoted to the display of outstanding products of Massachusetts’ milis 
and factories, recentiy turned one of them over to Mrs. Day's Ideal Baby Shoe 
Company of Danvers, Mass. Shown against an effective background were samples 
of all types from infants’ soft soles to hard soles for walkers which are made by 


this well-known company. 


Included as part of the display and designed to stress 


the importance of proper fit and foot care from birth were pamphlets entitied 
"Starting Baby on His 65,000 Mile Walk" and "The Doctor and the Baby's Foot.” 
Also shown was a book, “Synopsis of Baby Shoe Research." 





Walter F. Cushing 


LYNN, Mass.— Walter F. Cushing, 
for many years associated with his 
father, the late William B. Cushing, in 
the manufacture of shoes in this city, 
died recently at his home in Lynn. In 
1910, following his retirement from 
the shoe business, he opened and oper- 
ated a steamship travel agency here. 
He was a member of the Bay State 
Lodge of Odd Fellows and of the Mt. 
Carmel Masonic Lodge. Surviving is 
his widow, Mrs. Elizabeth B. Cushing. 





Douglas Has 135 Employees 
In Uniform 


BROCKTON, Mass.—The W. L. Doug- 
las Shoe Company of Brockton, Mass., 
announces that 135 of the employees in 
its offices and factories are now in uni- 
form. Most are men in the Army, Navy 
and the Marines, but there are W. L. 
Douglas employees in the WAAC, and 
WAVES, too. 

The W. L. Douglas Company, manu- 
facturing shoes for men since 1876, has 
seen its workers serve in three major 
wars: the Spanish-American, the First 
World War, and the present Global 
War. 


Opens Shoe Store 


TORRANCE, CALIF.—Bernard Lee has 
opened a new shoe store in this city 
under the name of Bernard’s Bootery. 
Featured lines carried are Jarman, 


Fortune, Betty Barrett and Clever 
Kids. Previously, Mr. Lee was con- 
nected with the Lewis Boot Shop in 
Redondo Beach, Calif. 


With Pasadena Store 


PASADENA, CALIF.—After completing 
ten successful years with the National 
Shoe Co. in New York, Jack Schwartz 
finds this experience quite helpful in 
his present position with the Roe Shoe 
Co. local branch store. This store, lo- 
cated at 330 E. Colorado St., this city, 
has proved to be one of the best of the 
Roe group. 





Duckett Back in Harness 


NortH ADAMS, Mass. — James R. 
Duckett, who was off the road for the 
past season because of an illness, is 
again traveling for Gale Shoe Mfg. 
Company, here. Mr. Duckett will be at 
the McAlpin Hotel in New York around 
the first of May. 


Shoe Men Win 
In City Elections 


MILWAUKEE, WIs. — Election returns 
from two Wisconsin cities reveal shoe 
men to have been victorious in two in- 
stances. At Green Bay, Bernard L. 
Rothe, manager of a shoe store on the 
city’s west side, was re-elected super- 
visor of the 16th ward, while in Ap- 
pleton, Kenneth Priebe, shoe salesman, 
was elected alderman of the 13th ward. 
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TANNEW 44 >< 


FOR CENTURIES, goats have lived 


in the same familiar habitats, 
guided chiefly by natural instincts 

. Man has contributed little to 
the advancement of the quality 
of goatskins. 






















BUT tanning has taken incredible strides! 


xn /eathers 
Never in the past was the call for kidskin so insist- 
SINCE 1870 ent on quality. 


DUNHOOD LEATHERS fit into this new picture 


DUNGAN, HOOD & CO, INC. szi‘stasi" “Seto ner som 


240 W. UEHANNA AVE., P , PA. 
mage rym tate DUNHOOD LEATHERS represent goatskins procured from 


83 SOUTH STREET, BOSTON, MASSACHUSETTS 
SALES AGENCIES: the highest rated native sources . . . together with skilled 








ST. LOUIS MILWAUKEE CINCINNATI craftsmanship and today's scientific methods of tanning 
C. A. Seiling & Company C. E. Becker & Co. W.D. Cost & Company =—_ ee 
1709 Weshington Ave. 647 W. Virginia St. 307 E. 4th St. and finishing. 
SAN FRANCISCO 
MacPherson Leather Company, Inc., Main Office: 815 Mission St, GLAZED x SUEDE «x GARMENT LEATHER 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip- 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to a 


CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


® Reduced wear and breakage 
@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oi! your 
Ammunition. 
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Explains Rules on Buying Athletic Shoes 





Office of Price Administration Classifies Purchasers According 
to Various Activities. In Some Cases, Athletic 
Shoes Classed as Work Shoes 


WASHINGTON, D. C.— With Summer 
sports bringing on the customary in- 
creased demand for athletic shoes, the 
Office of Price Administration on Mon- 
day of this week explained how to buy 
them under rationing. 

Baseball shoes and other athletic 
shoes may be acquired in the following 
ways: 

By professional athletes, coaches, 
managers, etc.: Shoes worn by big 
league and minor league players are 
considered ‘work shoes’ and when 
bought by the club itself, the shoes can 
be furnished members of the teams 
without the players having to surrender 
ration currency for them, as long as 
the club retains title to the shoes. 

Provision was made in the original 
order to permit employers to purchase 
work shoes for their employees, and 
employers of professional ball players 
qualify. To get certificates for the pur- 
chase of these shoes, an employer ap- 
plies to an OPA District office. 

When the player himself buys the 
shoes, he must first spend his stamp 17, 
and any unspent stamps held by mem- 
bers of his family. However, after 
spending the stamps, a professional ball 
player upon application to his War 
Price and Rationing Board, can be 
given a shoe purchase certificate or 
stamp permitting him to buy a pair of 
spiked shoes, if he has less than two 
pairs which are wearable or repairable. 
This permits the ball player to have 
necessary ball shoes in addition to his 
shoes for street wear. 

By member of the armed forces: 
When a member of the armed forces 
needs athletic shoes, he applies to 4n 
authorized issuing officer, stating his 
necessity, just as he does when needing 
dress shoes. The authorized officer may 
issue a shoe purchase certificate which 
must bear his signature. 

By semi-pro and ‘company’ teams: 
Members of these teams are not con- 
sidered professional athletes and, there- 
fore, baseball shoes worn by them are 
not considered ‘work shoes.’ For such 
persons, athletic shoes can be acquired 
only in conformance with the shoe 
ration regulations as they apply to the 
average consumer. However, if a mem- 
ber of a semi-pro or ‘company’ team 
spends his stamp 17 for athletic shoes, 
and there are no unspent stamps in his 
family, he can apply for a supplemental 
ration for street shoes when he has less 
than two pairs of wearable or repair- 
able street shoes. 

Employers can not purchase baseball 
shoes to be furnished to such teams, 
as they can for professional teams. 

By non-profit educational institu- 
tions: Colleges and schools may furnish 
athletic shoes to their team members 
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Dates to Remember 


Travel Saving Shoe Show, Parker 
House, Boston, Mass. 
April 26, 27, 28, 29, 1943 
Combined War Council and Selling 
Meeting, Southeastern Shoe 
Travelers and Southern Retail 
Shoe Dealers, Henry Grady and 
Ansley Hotels, Atlanta, Ga. 
April 27, 28, 29, 1943 
Fall Opening Show, Shoe Travel- 
ers’ Association of Chicago, Ho- 
tel Morrison, Chicago, Ill. 
May Il, 2, 3, 4, 1943 
Northwestern National Shoe Travel- 
ers’ Show, Dyckman Hotel, Min- 
neapolis, Minn. May 2, 3, 4, 1943 
Midwestern Shoe Travelers’ Fall 
Show, Paxton Hotel, Omaha, 
Neb. May 9, 10, 11, 1943 
Fall Style Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Texas. 
May 11, 12, 13, 14, 1943 
Fall Shoe Show, Iowa National 
hoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. May 16, 17, 18, 1943 
Annual Fall Shoe Convention, Mid- 
Continent Shoe Travelers’ Asso- 
ciation, Skirvin Hotel, Okla- 
homa City, Okla. 
May 30, 31, June 1, 1943 





so long as they retain title to the shoes. 
Application for certificates to purchase 
the shoes is to be made at an OPA 
District Office. 

By non-professional consumers: Indi- 
vidual sportsmen and athletes can get 
a pair of baseball, bowling, track or 
other rationed athletic shoes by spend- 
ing ration stamp 17. If a person who 
is not a professional athlete spends his 
stamp for athletic shoes, and later 
needs street shoes, he can apply to his 
local board for an additional ration, 
providing there are no unspent stamps 
in his family and he has less than two 
pairs of wearable or repairable street 
shoes. He is not eligible for extra ra- 
tions for athletic shoes. 





New Hosiery Regulations 
To Increase Wear 


WASHINGTON, D. C.—When selecting 
the stockings soon to be made under 
WPB’s new rulings, women will notice 
very little difference between the new 
types and those they have formerly 
bought. The difference will become ap- 
parent later; the new regulations are 
designed to make them wear better and 
last longer. 

By simplification of all stockings and 
socks, WPB expects to save almost fif- 


teen million pounds of hosiery yarn 
each year without decrease of quantity 
or sacrifice of style. Technical yarn 
designations, by denier, allow the cus- 
tomary choice of weight. Plenty of 
sheer stockings will still be made, but 
even they must give reasonable wear. 

There is no ban on lace or lace mesh 
types in rayon, cotton, or the two com- 
bined. But lace garter bands, and simi- 
lar details, are out. Heels, toes, and 
garter tops must have sturdier rein- 
forcements. Recent allocations of im- 
ported long staple cotton, for strength- 
ening rayon stockings, are expected to 
increase durability as much as 200 per 
cent. 

Hosiery lengths are specified, but are 
not striking departures from accepted 
constructions. Because comfortable fit 
is an important feature of wear, short, 
average, and long types may still be 
made. As most manufacturers have long 
since reduced their color selections, 
WPB’s color rulings will make little 
difference at the counter. Five colors 
are permitted at one time in any one 
style. A hosiery maker is allowed seven 
basic colors for each half-year period. 

In misses’ socks, which women also 
buy for sports use, the color decline is 
sharp. A. normal range of more than 
thirty colors is reduced to the basic 
seven. But there is no restriction as to 
what colors those seven may be. Each 
manufacturer can decide that for him- 
self, at the beginning of a six-month 
period. Novelties may not be made in 
more than four colors. Contrasting 
stripes and figures, however, are still 
permitted. Extra long, or extra thick, 
cuffs are prohibited for anklets. 

Without any major change in ho- 
siery fashions, the customer will obtain 
a higher average of durability while the 
nation conserves materials and facili- 
ties. 


St. Louis Production 
Shows Decline 


St. Louis, Mo.—Final figures on shoe 
production in the Eighth Federal Re- 
serve district show a decline of 2 per 
cent for February as against that of 
January, 1943. February production 
was 6,809,682 pairs, whereas January 
production was 6,955,222 pairs. 

The production for February showed 
a decline of 8 per cent under February, 
1942. Production for the first two 
months of 1943 stands at 7 per cent 
less than the same two months of 1942. 





John J. States Enlists in Navy 


St. Louts, Mo.— John J. States, of 
the Armstrong Cork Co. industrial 
division in the St. Louis area, has been 
granted a leave of absence and has en- 
listed in the Navy as a Lieutenant, j.g. 
Mr. States became a salesman of Arm- 
strong’s shoe products after his gradu- 
ation from Northwestern University in 
1933. He has been replaced in the St. 
Louis area by John Minninall of the 
company’s Boston office. 
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Riding Boots 
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LADIES’ 
JODHPUR BOOTS 
10 STYLES IN STOCK 


$210 up 


IN STOCK FOR 
IMMEDIATE DELIVERY 


SEND FOR NEW ASCO CATALOG 
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ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C 





Women's Shoes 
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High Heels 

K 3454 Black Patent 
Leather Plain Vamp 

K 3452 Black Patent 
Leather Perforated 
Vamp 

M 3424 Blue Smootb 
Leather Perforated 
Vamp 

T 3422 Tan Smooth 
Leather Perforated 
Vamp 

W 3452 White | 
Smooth Leather Per- 
D forated Vamp 

Cuban Heels 

K 3459 Black Pat- | 
ent Leather Perfo 
rated Vamp 

T3425 Tan Smooth 
Leather Perferated | 


amp 
W 34590 White | 
Smooth Leather Per- | 
forated Vamp 
$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 








Add Casual Hats to 
Accessory Line 


Houston, Texas. — Establishing a 

new line of accessories to be added to 
the hosiery and handbags now being 
carried, both Chandler’s Boot Shop and 
Baker’s Shoe Store have stocked casual 
hats. At the close of the first week, no 
newspaper advertising had been under- 
taken, the two stores using only inside 
advertising and window displays. 
; It is not intended by either store to 
imaugurate a regular hat department, 
nor is it anticipated that other styles 
will be added. In each shop a small 
show case has been set up, and a sales- 
lady is in attendance, to accommodate 
the gaily colored hats. Sales have been 
encouraging and interest runs high. 
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Verne Clark Adds Advertising 


And Promotion Duties 


New York.— Maurice Miller, mem- 
ber of the firm of I. Miller and Sons, 
Ine., and managing head of its retail 





VERNE CLARK 


stores, announces that Miss Verne 
Clark has assumed the additional duties 
of advertising director and promotion 
manager. 

Miss Clark will still be active as 
fashion coordinator and promotion di- 
rector of the wholesale division of the 
company. 


E-J Employees Receive 
War Bond Bonus 


BINGHAMTON, N. Y.—Credits in war 
bonds equal to one week’s pay were 
given to more than 20,000 workers of 
Endicott-Johnson, as well as 3,030 for- 
mer employees who are now in the 
armed services of the United States as 
the campaign to raise 13 billion dollars 
got under way. 

It was timed purposely with the 
Treasury campaign, adding $700,000 to 
the fund from Monroe County “to help 
pay the tremendous expenses of the 
war.” All workers who were on the 
payroll January 1, 1943, and are still 
employed, will share in the distribution. 

A statement issued jointly by George 
F. Johnson, chairman of the board; 
George W. Johnson, president, and 
Charles F. Johnson, Jr., vice-president 
and general manager, contained the an- 
nouncement and added that, because of 
the condition of orders and deliveries 
of shoes to the government and civilian 
customers, it is impractical to give all 
workers a week’s vacation. 

Therefore, the credit in bonds is ex- 
tended in lieu of the vacation and “as 
extra compensation for services ren- 
dered.” It is the second bonus in bonds 
given to the workers within eight 
months. The last one was in September 
when approximately $700,000 was dis- 
tributed on a weekly pay basis. 

Employees were asked to help the 
bond drive through personal purchases 
to assist in raising the quota for 
Broome County. In making the an- 
nouncement the officials said that it is 
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He failed to tell his prospect 
that his manufacturer used 














COLONIAL 


FINISHED 
SOLE SPLITS 


on his stichdowns and American 
Welts. Colonial Finished Sole 
Splits wear longer... are better 
looking ... and cost less. Write 
for samples today. 














COLONIAL TANNING CO. 
BOSTON, MASS. 


also producers of work shoe splits 
and Colonial Potent 








“following one established policy of 
paying as much as conditions permit, 
consistent with sound business prin- 
ciples, and in harmony with the Wage 
Stabilization Act.” 





Shoe Wardrobe Bag 
Of Fiber Material 


2 CuHicaco.—A good extra sales item 
which should merchandise well in the 
shoe store, a shoe wardrobe bag, is be- 
ing offered by A. J. Bergren, shoe store 
supplies, Chicago. This twelve-pocket 
bag, which holds six pairs of shoes, is 
made of a new fiber material. The 
type of fabric and rubberized cloth for- 
merly used is no longer available, but 
this new fiber material is said to outlast 
any of the former materials. It is of 
stronger construction and cleans easily. 
Current offerings are in colorful Scotch 
plaid in red and blue combinations. 





Joins Douglas Aircraft 


Los ANGELES, CALIF.—Munroe Gahm 
has resigned his position of men’s shoe 
buyer at The May Co. under Paul 
Kirsh. He has entered the service of 
the Douglas Aircraft Co. in the Me- 
chanical Service Division, a job which 
will lead to the foreign service of the 
company. At present, Mr. Gahm is 
undergoing training at the Santa Mon- 
ica Technical School, in order to get 
a thorough background for his work. 
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This War Savings Flag which flies today 
over companies, large and small, all across 
the land means busimess. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
... by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 

It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


Save With 
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FOR VICTORY TODAY 
AND SOUNE 


Edo TOMORROW 








Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today ... and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, mow is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C. 


War Savings Bonds 
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Workshoes 
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STEEL TOE 
SAFETY SHOES 






POPULAR PRICED 
WORK SHOES 
Carried in Stock 

GOODWILL SHOE 

COMPANY 

Holliston, Massachusetts ~ 
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Men's Leisure Type 
$ @ TAN ELK UPPERS 
1: @ FLEXIBLE CON- 

STRUCTION 
@ KICK-OFF BACK 
@ LEATHER SOLE 
@ RUBBER HEEL 






Style 6390 cT 
} —.'. Sizes 6-12 D Width 


ARNOFF SHOE CO.,INC., 101 Duane S?.,N.Y.C 


Sales Boom Reported 
In Worcester 


Worcester, Mass.—This New En- 
gland City is experiencing a sales boom. 
Rather than hurting sales, the ration- 
ing system has been of extreme help. 

According to records from the larger 
department stores this 1943 season is 
fully 25 per cent greater than 1942. 
Barnard, Sumner, Putnam Co. has had 
a 40 per cent increase over February, 
and by present volume expects at least 
a 20 per cent increase over March. 
Brown and blue predominate, with the 
14/8 and 16/8 heel being most in de- 
mand. 

At Allen’s Department Store, plat- 
forms in colors, with open heel and toe, 
play shoes in red, dress shoes in brown, 
blue and black, are in the biggest de- 
mand. 

McInness Department Store has had 
a run on dress types with blue and 
black predominating. Murray Goldstein, 
buyer, states his sales are far ahead of 
last year, including even Palm Sunday 
and Easter weeks. Moccasins in tan 
and ankle straps with open heel and toe 
in blue are most in demand. 

At the Heywood Shoe Store, Clarence 
V. Mayo, buyer, reports a great in- 
crease, especially in military styles. 
Blue, tan and black are colors most in 
demand. This store also features white 
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Our factoring service makes it 


real source of profits. 


Inquiries invited 





357 Fourth Avenue 
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Branch Offices 
GRAND RAPIDS, MICH. 
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WILLIAM ISELIN & Co.. INC. 


possible Faitersa 
for Manufacturer 
and Selling Agent 
of Shoes, Leathe 
and Allied Products 


for the shoe executive to devote full time 
to production and selling activities—the 
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all year round for those customers who 
go South in the Winter. 

At Marcus’s, Samuel R. Caplan, buy- 
er, stated that since moving his depart- 
ment to the ground floor, sales have 
more than tripled. Mr. Caplan has been 
selling reptiles in natural, red, green 
and blue. 


Shirts Featured in 
Shoe Store Ad 





“Can you give me 
ONE goed reason why 











with (elaneseWrinkle Free Collar 


N » Ving 7 


ATURALLY we wouldn't expect you to 
change your buying habsts without 1 powerful 
anducement But we think we hee that induce 
ment . because we know of no other shart that 
has so many outstanding features 

‘The Cotta: 6 pmaramteed "0 omtinst che shart 
imei, A NEW SHIRT FREE if ic doen't! 


Laundered 110 simes by U.S. Labers- 
tory wichow 4 uge of beeakdowa (In 2 rears 
8 chars laundered apprommect!y \O4 come 


shag ) 





Same cost also showed Adler 110 Shirt wo be: 
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Se) sTReweR chee saccher! (Boch sailing a 
hughes prees) 


‘Tass there & FET and whois more particular shout fe £4 
thas Adier? For pears we have been famous for fring, 
ton, 
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New York.—Men's shirts were featured 
in this advertisement recently by Adier 
Shoes for Men. This is in line with the 
trend on the part of shoe stores to fea- 
ture many types of accessories, now that 
shoe sales are limited by rationing. 


Women Harder to Please 
Under Rationing 


Boston, Mass.— Perhaps this is a 
seller’s market insofar as shoes are con- 
cerned, but you can’t tell that to the 
retail salesmen of Boston, who report 
that they now have to work harder 
than they ever did before on every sale. 

The fact that a woman has to give 
up a coupon before she can walk out 
of the shoe store with a pair of new 
shoes, they say, has had an effect which 
was not foreseen during the hectic rush 
to buy which occurred immediately 
after rationing went into effect. Real- 
izing now, and for the first time, that 
a shoe coupon is a valuable thing, the 
woman, though intent on buying, never- 
theless demands that she be shown 
every style in the store before making 
her final selection. This takes time, say 
the salesmen, and not infrequently re- 
sults in the customer becoming so con- 
fused after seeing many styles, that she 
has an extremely difficult time making 
up her mind. 

Also, say the salesmen, at least some 
women are so allergic to the whole 
rationing program that they make it 
difficult for the salesmen out of what 
one man referred to as “pure cus- 
sedness.” 


Mrs. Pauline Mayer 


MILWAUKEE, Wis. — Mrs. Pauline 
Mayer, 76, wife of Adam J. Mayer, for- 
mer shoe manufacturer and founder of 
the Mayer Boot & Shoe Co., died re- 
cently at her home here. Survivors be- 
sides her husband include a daughter 
and four sons, one of whom, F. A. 
Mayer, is head of the Fred A. Mayer 
Shoe Co. 


In New Quarters 


GREEN Bay, Wis. — The Wonder 
Clothes Store, operated by Abe Shapiro 
and Jack Bardin, has moved from 208 
Main St. to new and larger quarters 
at 322 N. Washington St. The store 
carries a complete line of shoes for 
men and boys. 
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T'S is 1 AFLLAIRFE SHO! 
cturers 
a For Today’s Market. 
oducts ODAY’S women in career jobs, in war work, 
in home duties — are on their feet more hours 
i — ew daily than ever before. Their shoes must fit cor- 
K = : rectly and be genuinely comfortable. Shoes that 
- ae well as SHOES help them “Keep Their Feet” as do Bertame 
2 ComForTABLES —for service; and FoorLoose 
IF.= : 
z SHoes — for work and leisure hours. 
ET With shoes rationed, you have TWO jobs to 
| do. To sell shoes—and to make shoes /ast 
longer. Your customers will want to know how 
to make their shoes give months of extra wear 
—how to preserve their original beauty. 
is a The answer, for white leather shoes, is 
= con- Vi-O-Co Shoe Cleaner. Every time you sell 
o the white shoes—sell Vi-O-Co. It not only whitens 
a (and doesn’t rub off) it actually penetrates the 
— 4 leather—keeps it clean, soft and pliable. NINA 
give Write today for full information about Vi- Mat Kid and 
< out O-Co—the professional cleaner and preservative Gabardine — AAA to C 
new for white shoes. —- Process “Pleating lancrel™ 
vhich For all street and dress 
rush shoes, sell Mel-O-Wax. It 
ately cleans, protects, preserves. 
Real- 
= VITALEX PROCESS CO., 429 N. 13th St., Philadelphia; Pa 
ver- 
OWN a -—- So -_— - oe —_— 
king Committee Named to Study dent, Burns Cuboid, Inc., that Earl M. help America march to Victory on the 
, Say Boyles has taken over the Cuboid de- leather you save.” 
y Te- War Model Shoes partment in The May Co., Denver, re- This film will be released just be- 
con- [CONTINUED FROM PAGE 63] placing Al Posener, the latter going to fore Easter in approximately 400 movie 
, She the Famous-Barr Co., St. Louis. W. G. theaters and sponsored by Florsheim 
king amended on February 19, 1943. Under Fulton is now in charge of the Cuboid dealers. The entire Florsheim program 
that amendment, shoe production in the department in Meier & Frank, Port- has been developed to tell this conser- 
ome six months beginning March Ist was jand, Oregon. vation story in the best way possible. 
hole restricted to the volume of output in 
e it the final six months of 1942. Among meee: — 
that some of the conditions from which ap- ° 
eus- a oe granted _ hardships oe Movie on Leather F. C. Donovan Again Named 
caused by strikes, seasonal variations nservation 

and cancellation of military production. Cc : Head of Boston Club 

The committee was told that the HICAGO.—The Florsheim Shoe Com- [CONTINUED FROM PAGE 63] 
shortage of leather is most pronounced pany has been authorized by the War 

in sole leather. It was said that this Production Board to produce a 35-mil- Newly elected members of the Execu- 
line reflects the critical shipping situation limeter full color film entitled “Care tive Committee include George A. 
o iad Mvectock meacheting conditions for Your Shoes for Your Country” and Dempsey, Farmington Shoe Mfg. Co.; 

rae “2 devoted to the conservation of leather. T. Kenyon Holly, Holly Shoe Co.; Wil- 
of The Division of Industry Advisory : : : : : 

Ditécss WPS. anneuneed the od- The first scene of this action film shows liam R. Martineau, Martineau & Burke, 
re- dition of two members to the Shoe ® ‘detail of Marines tramping through Inc.; William F. Hickey, John R. Evans 
oF Manufacturers Industry Advisory Com- mud and water, the commentator point- & Co.; Joseph S. Lanigan, J. Greene- 
ter mittee. They are: H. 0. Toor of the ing out that although these men are baum Tanning Co.; Charles Ault, W. L. 
A. H. Jacobs & Sons, Hanover, Pennsyl- 8d on shoes, the audience can’t af- Douglas Shoe Co.; and Daniel E. Wat- 
yer vania; and J. B. Gol denbers at Gn ford to be. The next scene shows a fox son, Watson Cut Sole Co. 

Brooks Shoe M anufacturing On. a hole, commentator saying, “Fighting Members of the Executive Committee 

Philadelphia. Mr. Toor represents the men in action use a pair of shoes a who were re-elected are Charles T. 

Di Acmn has meeeninsieneen Gnd Be. = You must help to conserve — — F. meg o" z. 

“ eather.” right. o., Inc.; Harry E. Gardner, 

Goldenberg athletic shoe manufacturers. From then on the story is on the American Oak Leather Co.; James T. 
er iememmnapeigh conservation of leather including the Gormley, Day-Gormley Leather Co.; 
iro repairing of heels and soles, the shin- Julius Hollander, Amalgamated Leather 
08 Takes Over Cuboid ing of shoes, cleaning and treeing them, Companies; Paul CC. Krippendorf; 
rs Department and letting them dry at room tempera- Francis B. Masterson, Hub Shoe Co.; 
re ture. The audience is advised that “By Raymond A. O’Shea, Howes Bros. Co.; 
or Santa ANA, CaLIF.— Announcement keeping two pairs of shoes and wear- and William M. Slattery, Slattery 

has been made by Jas. A. Sewell, presi- ing them on alternate days, you will Bros., Inc. 
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Shoe Bags 
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SCOTTIE PLAIDED 
Shoe Bags 


Announcing the new Fibre twelve 
pocket Shoe Bag in a combination 
of attractive colors. 

A priority free item that can be 
merchandised for the duration. 


Price $13.20 per Dozen 
A. J. BERGREN CO. 


Shoe Supplies and Specialties 
323 W. Monroe St. Chicago, Ill. 
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Military Oxfords 
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35° * ~ — BUCKLE 


peonemee COLORED 
COMPOSITION SOLE 
SIZES 6-12 


Send for Catalog— 
Complete Line 
Military Footwear 





ARNOFF SHOE CO.,INC., 101 Duane S+#.,N.Y¥.C 
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Men's Shoes 











Cuboid Specialist at 
J. W. Robinson Co. 


Los ANGELES, CALIF.—Fred Kirkorn 
is now Cuboid specialist at J. W. Robin- 
son Company. For several years Mr. 
Kirkorn acted in a similar capacity at 
the May Company in this city. 
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Reservations Heavy for 
Chicago Show 


Cuicaco. — Nearly all of the room 
reservations for the Fall Opening Shoe 
Show of the Chicago Shoe Travelers’ 





NORMAN N. SOUTHER 


Association, to be held May 1, 2, 3, and 
4 at the Hotel Morrison, Chicago, have 
been taken, Norman N. Souther, direc- 
tor of publicity, reports. The show is 
being sponsored by the Chicago asso- 
ciation together with the National Shoe 
Travelers’ Association. 

Mr. Souther states: “This is purely 
a business show and entirely in keep- 
ing with wartime conditions. We will 
have a good representation of lines of 
both jobbers and manufacturers. Re- 
tailers will be able to see both Fall shoes 
and will be able to buy at-once goods. 
We feel this is an excellent opportunity 
for the retailer to see his regular sales- 
man, who must limit and in some cases 
eliminate their calls. Also a number of 
retailers will be able to see a wide 
range of lines under one roof and will 
see at first hand how the shoe manu- 
facturers are operating under wartime 
restrictions of materials and man- 
power. 

William Drummond, president of the 
Chicago Shoe Travelers’ Association, is 
in charge of reservations. This May 
show takes the place of the regular 
monthly show of the association, which 
would have been held the last week in 
April. The regular monthly shows will 
also be continued throughout the year. 


Postpone Effective Date of 
Hosiery Price Regulation 


WASHINGTON, D. C.—The Office of 
Price Administration announced re- 
cently that the women’s rayon hosiery 
regulation, Maximum Price Regulation 
No. 339, will be postponed for one 


month so as to make its effective date 
coincide with the War Production 


Board’s order No. L-274, which also sets # 


up standards of construction for rayon 
hosiery. The regulation will now be 
come effective on May 15, 1943. 

In making the announcement, Price 
Administrator Brown stated, “I have 
examined this regulation and am satis- 
fied that the principles underlying this 
regulation are sound and accordingly no 
changes in principle are contemplated.” 

The postponement of the effective 
date is intended to provide further time 
for the trade to present its views and 
to be heard on the prices and margins 
written into the regulation. The ex. 
tended date will also allow additional 
time for working out the revisions in 
the temporary marking and pricing 
provisions and other provisions which 
have been previously announced. 

The regulation establishes dollars 
and cents maximum prices for manu- 
facturers, wholesalers and retailers. 


Charles F. Woltman 


PHILADELPHIA, PA.—Charles F. Wolt- 
man, dean of the wholesale shoe busi- 
ness of Philadelphia, died recently in 
the Jewish Hospital from a heart at- 
tack. He was 77 years old. 

Mr. Woltman was born in York, Pa. 
As a young man he entered the employ 
of Monroe Brothers & Co., wholesale 
shoe dealers. He retired in 1941 after 
61 years of continuous service. He was 
president of the company at the time 
of his retirement. 

He was an elder of Holy Trinity 
Presbyterian Church and a life member 
of Crescent Lodge No. 493, F. & A. M., 
of Pennsylvania. 

He is survived by his widow, 
former Katherine Geissel; two 
August P. Woltman of Abington, 
and Carl F. Woltman of Glenside, 
and five grandchildren. 
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Eugene Sternberger 


Los ANGELES, CALIF.—Eugene Stern- 
berger died recently at the Wilshire 
Hospital from a heart attack suffered 
the day previous, at his home, 535 
South Gramercy Place, this city. 

He was born in Philadelphia in 1874 
and came to the West Coast some 30 
years ago as representative of J. Ed- 
wards & Co., a position he has held 
with honor and distinction ever since. 
Mr. Sternberger was the first salesman 
Edwards ever had on the West Coast, 
and during his long road experience, he 
made a host of friends. A widower, and 
with no immediate relatives, Masonic 
funeral arrangements were made by 
the deceased’s lifelong friend, Ralph 
Baker, who operates the I. Magnin Co. 
juvenile shoe department. Masonic af- 
filiations of Mr. Sternberger were: 
Washington (Blue) Lodge No. 21, New 
York City; Oakland (Calif.) Consis- 
tory, and Aahmes Shrine Temple, also 
of Oakland. 
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Named Army Specialist 


SaN FRANCISCO, CAL. — Edward C. 
Lipman, director of The Emporium, has 
een selected by the War Department 
as one of 82 civilians in the nation to 
assist the Army in their respective 
fields. 

Mr. Lipman will take a training 
course at Ft. Leavenworth, Kansas, in 
the orientation division along with 
wher men described by the Army as 
kaders in business and professional 
fields. 


Named Manager of 
Footwear Division 


MISHAWAKA, IND. — Chester J. Noo- 
man, manager of clothing, coated fab- 
tts and koyalon of the Mishawaka 
lant of the United States Rubber 
Company, has been named general 
sales manager of the footwear division 
if the United States Rubber Company 
in New York. He will be in charge of 
il sales activities of the division which 
inludes plants in Mishawaka, Water- 
tury and Naugatuck, Conn., and Woon- 
secket, R. I. He has been with the 
United States Rubber Company since 
1919 and has filled a variety of foot- 
wear managerships in the firm’s organ- 
"ation, which extends throughout the 
United States. 


April 24, 1943 


Middendorf and Stephens 
Join Rodes Rapier Co. 


LOUISVILLE, Ky. — Fred B. Kohler, 
manager of the shoe department of the 
Rodes Rapier Co., has announced ap- 





Elected Officer and Director 





Chicago, Ill.—Geo. A. Sandberg, sales 
manager of J. P. Smith Shoe Co., here, 
was recently elected treasurer and a 
director of the company. 
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TREATED 
SHOE POLISHING CLOTH 


Something New Has Been Added . . . 
“THE SHOE POLISH 
1S RIGHT IN THE CLOTH” 
Cleans and Polishes in Jiffy Time 
SHOES & ALL LEATHER. 
Will not Scretch or Mer 
the Finest Leather Surface. 
The Polish Will Last As Long As the Cloth. 
ideally Suitable for the BOYS IN THE SERVICE. 
A “NATURAL” for Every Home and Office. 


Me. SH-10—Size Met? Retails ter 10c 
Ne. SH.25—Size 20x17", Retails for 2 
We CO SH#—Combination Shee Set 

Contains twe cloths size 12x17?" each 
Retails ter 2% 


CADIE CHEMICAL PRODUCTS, Inc. 


12 WEST 2ist STREET NEW YORK CITY 


pointment of Charles C. Stephens as an 
assistant in the shoe department, which 
a few weeks ago secured Ben Midden- 
dorf. 

Both men are well known former 
men’s shoe store managers. Mr. Mid- 
dendorf for years was manager of the 
Florsheim division at Louisville, retir- 
ing some years ago, but coming back 
with the Rodes company when war 
conditions made labor scarce. 

Mr. Stephens, a nephew of the late 
Julis C. Hero, for some years was in 
the shoe business with Mr. Hero, later 
in the Stephens-Kaylor Co., and later 
operated a store himself. This store 
was discontinued about a year ago, at 
which time Mr. Stephens took charge 
of the shoe department in the Venhoff 
& Hillen store. 





Benjamin Zegart 


LOUISVILLE, Ky. — Benjamin Zegart, 
56, retired shoe dealer, died recently 
in General Hospital of a skull fracture. 

Mr. Zegart, who until his retirement 
two years ago was the proprietor for 
twenty-seven years of a shoe store at 
1009 W. Walnut, is survived by his 
widow, Mrs. Rose Zegart; three sons, 
Harry, Leon and Irvin; two daugh- 
ters, Mrs. J. R. Gershune and Mrs. H. 
M. Golbert, and five grandchildren. 
Funeral services were held at Meyer’s 
Chapel. Burial was in Anshei Sfard 
Cemetery. 
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Classified and Want Ads 








HELP WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 





A TIENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of ing 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 








S HOE STORE MANAGERS—-Women’'s Shoe 

Chain featuring $4.00 and $5.00 retailers 
has openings for one, possibly two, shoe men, 
preferably with Chain experience. Lifetime 
positions if you qualify. Give full details of past 
employment, draft status, etc. All applications 
strictly confidental; but must originate in mid 
dle-West to receive consideration. Address 
+769, care Boot & Shoe Recorder, 209 South 
State St., Chicago Tl. 








SELL US 


FOR CASH 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 
any of the 15 leading St. Lou's factories 
M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 














SALESMEN WANTED 


OR introduction of new article used for re- 

pair and protection of soles, replacing stick- 
on soles, with interesting prospects, distribu 
tors wanted for various sections of country or 
first rate representatives with good connections, 
department and chain stores and wholesale 
dealers of shoe findings. Address #768, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 











Pumps Lead Sales 
In Milwaukee 


MILWAUKEE, Wis. — Complying with 
the suggestion of newspaper feature 
writers to ponder their requirements 
well before purchasing their Spring 
shoes, women here are spending more 
time in making their purchases than in 
previous Springs. Guided by the belief 
that the pump is the basic style for 
Spring and the -shoe “which probably 
has the most adaptability, dealers re- 
port an enlivened interest in this style 
in calf, crushed kid, grain leather and 
patent with navy blue, black and brown 
as the most popular colors. Pumps are 
also being favored by many because 
they respond nicely to the suggestion 
that one pair can be made to look like 
two by the simple expedient of adding 
a matching bow with slips. The pump 





without the bow is suggested for wear 
with suits, which are stronger than 
ever this year, while the bow makes 
the pump dressy enough for wear with 
print frocks. 

Remaining bright colored slippers 
are being bought up by girls who are 
working on war jobs and spend all of 
their days in flat heeled sturdy work 
and walking shoes. Popular styles are 
open sandals in red and green, sling 
pumps with fluffy leather rosette trim, 
and the high heeled pump in turftan 
and navy blue. 

Shoe dealers report that some women 
are spending their Spring coupon for 
shoes that will not be available next 
Fall, when all shoes will be definitely 
simplified. Consequently many of the 
gayer styles are enjoying a fairly brisk 
sale at the present time. 


Buys for Basement 


Department 


CxHicaco—Julius Blumenthal is the 
new buyer and manager for the base- 
ment shoe department of the Fair 
Store. He was formerly with Wolke 
and Kotler here. 
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HARRY MARKOFFP, Dan. 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
jty, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 


IRWIN RUBIN 


“The House of Jobs’’ 
Reade St., Cor. Church 





9 
Phone Barclay 7-788T New York City 








WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


31 N. 4th S# Philadelphic, Pa 
Phone MARket 1646 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit owr new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 














SHOE STORES WANTED 


FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
cr Advertisements for this page must be in our New York Office on Friday of the week preceding publication ® 
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Discuss Selling Plans, War Restrictions 





Vitality Shoe Company Salesmen, Officials and Dealers See 
New Fall Lines at Sales Convention. New 
Territories Announced 


Sr. Louis, Mo.—During the week of 
April 12th Vitality Shoe Co. held its 
regular semi-annual sales convention. 
The new Fall lines of women’s and 
children’s shoes were introduced, and 
the plans for the new selling season, 
in relation to current restrictions 
brought about by the war, were care- 
fully reviewed. The convention was 
opened with a company dinner at the 
Hotel Statler on Monday evening at- 
tended by a number of Vitality dealers 
as well as Vitality salesmen and offi- 
cials of the International Shoe Co. 

Cc. L. Hein, general manager of Vi- 
tality, presided as toastmaster and in- 
troduced the visiting merchants and 
salesmen. Seated at the head table with 
him were Messrs. J. T. Pettus, W. H. 
Moulton, Paul B. Jamison, A. B. Fletch- 
er, E. J. Hopkins, R. L. Jordan, C. H. 
Fielder, S. M. Bown and C. E. Brueck- 
mann, all directors and officials of In- 
ternational; also C. E. Goodrich and 
Paul Atkins. B. A. Gray, president of 
International, was absent from the 
city. 

Both Mr. Jamison and Mr. Moulton 
spoke briefly, touching upon the inter- 
esting sidelights surrounding the birth 
of Vitality 14 years ago. A. B. Fletcher, 
Vitality’s first sales manager and for 
a number of years its general manager, 
expressed pride over having had a part 
in the company’s early growth and con- 
gratulated those who, in recent years, 
have piloted the company to splendid 
heights of accomplishment. 

The highlight of the evening was a 
Vitality Cavalcade, staged by Paul 
Atkins, advertising manager, involving 
the use of screen and sound. It dramat- 
ically portrayed the company’s devel- 
opment and traced step by step the 
ever broadening scope and accumulative 
effectiveness of Vitality advertising. 
Mr. Atkins climaxed his saga of suc- 
cess with a complete display of Vitality 
national advertisements covering the 14 
years of the company’s existence. Few 
names in the shoe business have climbed 
so rapidly or gone so far in such a short 
time. 

In announcing the discontinuance of 
an in-stock department for the Fall 
season, C. L. Hein expressed regret 
that such a move had become neces- 
sary. He pointed out the limitations of 
production and the necessity of using 
the time for completion of Spring 
orders as well as back orders. Said Mr. 
Hein: “It was clearly apparent that a 
reasonable seasonal quota for each 
account could not be given and at the 
same time enable us to make available 
& reasonable in-stock service, and it is 
our feeling that a more equitable dis- 
tribution of available shoes could be 
gained by an allocation of our produc- 


April 24, 1943 





Heel and Toe for Tokio 





Hollywood, Cal. — Under the supervision 
of Chairman Willy de Mond, Hollywood 
moving picture stars are contributing 
their old stockings to the National Silk 
Stocking drive. In the above picture, 
Ariel Heath (left) and Joan Barclay, 
featured in RKO Radio's “The Leopard 
Man," take a sock at the Japs by turn- 
ing in their stockings as Chairman de 
Mond looks on. Communities without a 
General Salvage Branch should send 
stockings to John T. Ryan Sons, Inc., 
Green Island, New York. 





tion to seasonal Fall orders for our 
customers. We assure you that stock 
service will be reinstituted at the earli- 
est possible moment.” 

Recent changes in the Vitality sales 
force: J. W. Field moves from the 
Southern territory to take charge of 
the New England territory. Mr. Field 
has maintained a home at Brookline, 
Mass., for many years. He succeeds 
F. M. Keener, who has been commis- 
sioned lieutenant (j.g.) in the Navy. 
Harry E. Summers returns to his old 
territory in Western Pennsylvania, 
while Park O. De Witt moves from 
Western Pennsylvania to the Southern 
territory formerly covered by Mr. 
Field. Charles E. Goodrich, Vitality 
style man, will work the Kansas-Mis- 
souri-Oklahoma territory during the 
Fall selling period. 


Ship Shoes to Canada? 
BEW Says Yes; OPA, No 


Boston, Mass.—A discrepancy in the 
language of rulings of the Bureau of 
Economic Warfare and the Office of 
Price Administration has made it 
necessary for at least one Boston shoe 


merchant to give up a regular cus- 
tomer whose home is in Canada. The 
merchant involved, Philip Bayes of the 
Solby-Bayes Company, recently re- 
ceived an inquiry for a made-to-order 
shoe from a customer whom he has 
served for several years and has been 
forced to reply that he cannot ship. 

As explained here by the regional 
office of OPA, the Bureau of Economic 
Warfare, in furtherance of its work, 
forbids the export of everything unless 
an export license is first obtained. This 
applies to the entire world with the 
exception of Canada, which is specifi- 
cally exempt. On the other hand, the 
OPA ruling, under a strict interpreta- 
tion, makes it illegal to export even to 
Canada. Mail order business, the OPA 
says, in effect, must be confined to the 
United States and its possessions. Can- 
ada is not exempt. 

In this particular case, Mr. Bayes 
cannot confront the OPA with an ex- 
port license obtained from the BEW, 
because the BEW says no export 
licenses are necessary to ship to Can- 
ada; and the OPA authority over ex- 
ports, derived from its authority to con- 
serve materials, makes it impossible for 
him to ship to Canada without such a 
license. 


Unrationed Play Shoes 
Continue to Sell 


Boston, Mass.—To correct the im- 
pression that play shoes were placed on 
the ration list to consumers as of April 
15—an impression created by the word- 
ing of a Washington despatch—Boston 
newspapers, on April 16, ran _ local 
stories pointing out that this type of 
shoe, now included in the inventories 
of retail stores, can still be sold with- 
out coupons and that only those play 
shoes manufactured after April 15 are 
to be rationed. 

Thus was averted what many mer- 
chants feared would be a sharp drop in 
the sales of this type of shoe with 
which, despite the increase in sales, 
many stores are still adequately if not 
heavily stocked. It is the belief here 
that “unrationed play shoes will be 
available to the public until well into 
the Summer, at least. 





Emile Brunet 


SaLtemM, Mass. — Emile Brunet, a 
native of Canada who came here when 
a boy and subsequently was engaged in 
the shoe manufacturing business for 
several years, died here recently at the 
age of 61. Since his retirement from 
the shoe business he had been active ‘in 
civic affairs, having served at various 
times as a member of the board of 
aldermen, board of assessors and the 
city council. At the time of his death 
he was chairman of the old age as- 
sistance board and a member of the 
local public welfare board. He was 
president, also, of the Jefferson Invest- 
ment Corporation. 
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WAR OR NO WAR! 


Despite war worries, merchandising 
mix-ups, or rationing requirements 
—3 million new babies were born 
in 1942. And just as many —or 
more—are coming in °43. These 
future citizens of the U. S. will 
soon be on their feet—rarin’ to go! 


Their foot health is your sacred 
trust. From their very first step— 
see that they get good shoes—well 
made shoes—accurately fitted. Only 
in this way will their healthy feet 
carry them firmly into adulthood. 


Among high-grade children’s shoes 
on the market Dr. Posner’s Scien- 
tific Shoes are tops. Millions of 
children have worn them since 
1888. Millions of mothers know of 
them—and call for them by name. 


FREE! A check list of 5 
POINTS to watch when fitting 
children’s shoes. It’s a booklet 
that your salespeople should 
read carefully. Any reasonable 
quantity sent upon request. 
Write us for a supply—today. 





SHOE 











“From Cradle to College Days” 


Dr. A. POSNER SHOES, Inc. 


137 DUANE STREET +» NEW YORK 
Factory: Allentown, Pa. 





BETTER BUY BONDS—and more 
bonds! 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. . 

BECKWITH MFG. CO., Dover, N. H. . 

BELLAIRE SHOE COMPANY, Portland, Me. 
BERGEN, A. J., CO., Chicago, Ill. ... 

BOYD-WELSH, INC., St. Louis, Mo. ..... 

BRAUER BROS. SHOE CO., St. Louis, Mo. 

CADIE CHEMICAL PRODUCTS, INC., New York City 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
COLONIAL TANNING CO., Boston, Mass. . . 
COMPO SHOE MACHINERY CORP., Boston, Mass. 
CONFORMAL FOOTWEAR CO., St. Louis, Mo. 
COON, W. B., CO., Rochester, N. Y. ..... 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. 
DREW, IRVING, CORP., Lancaster, O. : 
DUNGAN, HOOD & CO., INC., Philadelphia, Pa. 
DU PONT, E. |., DE NEMOURS & CO., INC., Arlington, N. J. 
EATON, C. A., CO., Brockton, Mass. .. 
ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. 
GILBERT SHOE COMPANY, Thiensville, Wis. 
GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR. TIRE. & RUBBER. CO., .Akran, O. 
GREEN SHOE MFG. CO.., Boston, Mass. . 

GROVES SHOE COMPANY, Chicago, Ill. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HEYWOOD BOOT & SHOE CO., Worcester, Mass. 
HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 
ISELIN, WM., & CO., INC., New York City 

JONES & VINING, INC., Brockton, Mass. 
KIRSCH-BLACHER CO., INC., New York City 
KRIPPENDORF-DITTMANN CO., THE, Cincinnati, O. 
LEVOR, G., & CO., INC., New York City .. 
LOCKWEDGE SHOE CORP. OF AMERICA, INC., Columbus, O. 
MARBRIDGE BUILDING, New York City ... 

MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 
MILLER SHOE COMPANY, THE, Cincinnati, O. 
NUNN-BUSH SHOE CO., Milwaukee, Wis. 

POSNER, DR. A., SHOES, INC., New York City 
QUEEN QUALITY SHOE CO.., St. Louis, Mo. 

RED GOOSE DIV. OF INTERNATIONAL SHOE CO., St. Louis, Mo. 
ROBERTS, JOHNSON & RAND, St. Louis, Mo. 
RUBIN, IRVIN, New York City .. 

SCHOLL MFG. CO., THE, Chicago, Ill. 

SELBY SHOE CO., THE, Portsmouth, O. 

SMITH, J. P., SHOE CO., Chicago, Ill. 

SPAULDING FIBRE CO., No. Rochester, N. H. 
STACY-ADAMS CO.., Brockton, Mass. . 

TAYLOR, THOMAS, & SONS, INC., Hudson, Mass. 
TRIMFOOT COMPANY, Farmington, Mo. .. 
UNITED LAST COMPANY, Boston, Mass. oe 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
UNITED STATES RUBBER CO., INC., New York City 
VITALEX PROCESS CO., iNC., Philadelphia, Pa. .. 
WEIL, M. K., SHOE CO., St. Louis, Mo. .. Pa 
X-RAY SHOE FITTER CO., INC., Milwaukee, Wis. 
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Boot and Shoe Recorder 























